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(Lefttoright) Dr. John Bardeen*®, Dr. William Shockley* and Dr. Walter H. Brattain. shown at Bell Telephone 


Laboratories in LOW with apparatus u edin the e: , investigations whieh led to the invention of the Pransistor 


Bell Telephone System Salutes Three 
New Nobel Prize Winners 


Drs. John Bardeen, Walter H. Brattain and William Shockley 


are honored for accomplishments at the Bell Telephone Laboratories 


The 1956 Nobel Prize in Physies This is the second Nobel Prize awarded 
has been awarded to the three inventors to Bell Telephone Laboratories scien- 
of the Transistor, for “investigations on tists. In 1937 Dr. C. J. Davisson shared 
a Nobel Prize for his discovery of elec- 


tron diffraction. 


semiconductors and the discovery of the 
transistor effect.’ 

They made their revolutionary con Such achievements reflect honor on 
tribution to eleetronices while working at all the scientists and engineers who work 
Bell Telephone Laboratories in’ Murray at Bell lelephone Laboratories. These 
Hill, No J.) Diseovery of the Transistor men, doing research and development in 
was announced in LOW. We are proud a wide variety of fields, are contributing 


to have been able to provide the en every day to the improvement of com 


vironment for this great achievement. munications in America 
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Comptograph ‘202° 


figures faster than you think 


...and it’s easy to figure ae 


Comptograph “202” 


on your own work, 


Free! 


Comptograph ‘'202" adds and calculates at 202 cycles 
a minute—it's fully a third faster! Comptograph's key- 
board fits the hand instead of the hand fitting the 
keyboard—the conveniently located, concentrated, 
control key area eliminates reaching for operating keys 
or bars. Single-cycle control keys prevent 


( oOmptometer BETTER 


“runaway 


COMPTOMETER—W orld's fastest way 
to figure. Try it FREE on your work in 
your office. Use coupon. 

Try it FREE— 


February 1957 


Comptometer COMMANDER 
free dictation. Lifetime recording belt 
saves more than the machine costs 
use coupon 


Combines More Fine Features 
Than Any Other 10-Key Machine! 


HERE ARE JUST A FEW: 


* Exclusive automatic Visi-Baliance 
Window always shows, at 4 glance, the running 
debit or credit balance 


Printed multiplication faster 
and at lowest cost 


easier... 


interiocking keyboard 
sion of more than one key at a time 
incorrect entries 


prevents depres- 
eliminates 


Adjustable keyboard angie 


Portable...compact...modern styling 


tape.’ Single-cycle total key automatically clears the 
keyboard and instantly produces the total without inter 

vening strokes. If you are seeking speed, accuracy and 
"202" 


all-electric— 


low cost operation, then Comptograph is your 


answer. It's America’s newest—finest 


ten-key adding machine! 


Feit & Tarrant Mtg. Co I 
N Paulina St... Chicago 22, Wi i 
mptometer, Ltd | 

5, Canada 
Arrange free office trial for me on: J 
Send me literature on l 
Comptometer COMPTOGRAPH 202 1 

Comptometer COMMANDER 

COMPTOMETER Adding-calculating Machine I 
! 
| 
! 
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AGAIN IN 1956—FOR THE 10TH STRAIGHT YEAR — 


|=) Beeeaate typewriters 


outsold all other 
electrics COMBINED! 


Smart management all over the country 
consistently chooses the IBM Electric over 





all others —and for many good reasons 
These pe ople know IBM is the world 
leader in clectric typewriter progress 
performance, and popularity. So for 
exciting new developments 

and revolutionary solutions to typing 
problems, they know IBM will 

be first with the best! 

And they know the IBM Electric boosts 
office efficiency. It saves time 

and energy —helps turn out more 
typing in less time 

Your IBM representative can show you 
why the IBM is the wisest, most practical 
electric typewriter choice for your 
company, too. Call him for more 


information and a demonstration 





ELECTRIC ... WORLD LEADER /A/ PROGRESS, 
TYPEWRITERS PERFORMANCE, AND POPULARITY 
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Here's the feeding end of a 
caleium carbide rotating are 
furnace, one of four at National 
Carbide Company's plant in 
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Sil. EXT STEEL 


Steel top is under 
coated and fully in- 
sulated by special sound 


absorbing compound 


Machine feet, 
guide bars 
and retainers 
are cushioned 
top and bottom 


for no noise 


Soft rubber 
casters and soft 4 
rubber feet (one adjustable) 
Will not mar floor. Firm fixed position 


Smooth, silent portability 


Only LUXCO Stands 


Offers so many “No Noise” Guarantees 


i 


A Complete Line of Stands, Steel Chairs 
and Stools and a Deluxe Personal File 


BADGER, 


KING AT FRONT ST i? wae 2e) 


Fair Trade Agreements were ter- 
minated with dealers by Bell & 
Howell Co. and Kodak 
Co. last month. Dealers immediate- 
ly began to advertise cut prices, 
high as 50 per cent off 
list. In making the announcement 
of Bell & Howell's decision, Carl G. 
Schreyer, vice-president of mer- 
chandising, said that Bell & Howell 
has reluctantly 
clusion that recent 
make the enforcement of fair trade 
ayreements no longer feasible. He 
cited the anti-Fair Trade attitude 
of many courts and certain law 
enforcement agencies of the Fed- 


Eastman 


some as 


come to the con- 


developments 


eral Government. 


We Have It Straight from his 
publicity agency. Max Hess, Jr., 
president of Hess Brothers of Al 
lentown, Pa., a department store 
claims the dubious honor of being 
the first to usher in the Christmas 
Santa has arrived as early 
Hess Brothers 
store “usually 
season two 


season 
as October 31 at 
which means his 
Christmas 
extra cause of “the tre 
mendous success he has had, othe 
retailers in New York, Phila 
delphia, and even the Midwest are 
bringing in their respective Santas 
earlier.”’ We claim credit for bring- 
ing you the name of the man most 
responsible for the nervous break 
downs among parents with young 
children addicted to asking daily 
after the first Santa 
Christmas tomorrow 


extends the 
weeks.” Be 


parade, “Is 
Daddy?” 


For the Benefit of Younger exe: 
way up, we quote 
dean of the 
Business Ad 
University 


utives on the 
Donald K. David, 
Graduate School of 
ministration, Harvard 
“No man can postpone his partici 
pation in public affairs until he at- 
management. Each one 
of us from the moment we enter 
business must learn to carry part 
of the responsibility of business to 
the communities in which it lives 
In my opinion, top management 
should encourage younger men to 
take an active part in the common 
endeavors of our society ... In ou 
management 
must be concerned not only with 
handling of internal 
but also with the fulfill- 
ment of its responsibilities to that 
unique society of free men which 
has developed on this continent.’ 


tains top 


industrial society, 


successful 
problems 
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Electronic Data-Processing equip- 
ment in operation in four con 
panies will be demonstrated ove! 
closed circuit television in four dif- 
ferent cities at American Manage- 
ment Association’s third annual 
electronics conference in New 
York’s Hotel Statler, February 25- 
27. Representatives of companies 
which have already put computers 
to work in plants and offices will 
share the results of their varied 
experience. 


Author Robert Dameron had a 
hard time which 
dotes to use in his story on Leo P 
Bott, Jr., in last month’s issue. He 
hated to leave out the story on how 
Mr. Bott was asked to find twe 
children lost 15 years previously 
in a cyclone. He located them with 
a budget of $50. Somebody should 
have asked find Rudolp} 
Diesel 


selecting ane 


him to 


Work While You Ride on New 
York Central’s Twentieth Century 
3usinessmen can now 
Century hostesses are 
provide expert 
Their office, 
in the lounge car, 
with long-distance 
ties. The 
the train office or 
partments, as the 


dictate as 
they go 
aboard to secre 
tarial services. located 
is also equipped 
telephone facili 
may be 


In private com- 


service used it 


person prefers 
and transcription can be done er 
route or the 
mailed from the 


recorded belts may be 
train 


ls Your Computer a Sissy? The 
Monrobot V has proved it car 
stand extremes in office tempera 
tures better than most workers 
Manufactured by the Monroe Cal 
culating Machine Co. and 
used by the Army, the electroni 
computer has been put in an over 
and subjected to temperatures as 
high as 165 Fahrenheit 
Then the torrid temperature was 
dropped to a frigid 73 degrees be 
low zero. Only relatively mino: 
adjustments were needed at the end 
of the torture for the 
perform accurately 


being 


degrees 


machine to 


How Long Is a Week? In New 
York City, the week-——-the work 
week, that is——continues to shrink 
Sixty-three per cent of the 10% 
companies queried by the Office 
Executives Association of New 
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York, Inc., have a 35-hour, five- 
day week. Companies requiring 
employees to work more than 37 
hours a week have fallen from 
21.6 per cent in 1955, to a slim 12 
per cent in 1956. 


Three-Dimensional Trade-Marks 
have increased, reports The United 
States Trade Mark Association. 
Animated characters adopted in- 
clude: “Teddy” SNOW CROP, 
“Happy” HOTPOINT, “Speedy” 
ALKA SELTZER, “Sparky” for 
AC SPARK PLUGS, “WHITE 
HORSE” Scotch, and “OLD 
STAGG” Kentucky Bourbon. All 
told, a record 20,778 trade-marks 
were registered in 1956, compared 
to 18,212 in 1955, and 15,939 in 
1954. Advertising campaigns for 
the legal protection of trade-marks 
were started by Du Pont for OR- 
LON and DACRON, Johnson & 
Johnson for BAND-AID, American 
Viscose Corporation for AVISCO 
Owens-Corning Fiberglas Corpora 
tion for FIBERGLAS, and Amana 
tefrigeration, Inc., for its newly 
acquired DEEPFREEZE _ trade- 
mark, By the way, Smith Brothers, 
Inc., has officially named the cough 
drop trade-mark brothers TRADE 
and MARK. 


Highest Wage Increases in the 
Nation once again are negotiated 
by the building trade unions. Anal 
ysis of almost 600 wage settle 
ments reported during 1956 by The 
Bureau of National Affairs, Inc 

shows the average negotiated in 
crease for the building trade 
unions was 15.1 cents an hour 
The all-industry average stood at 
10.3 cents an hour 


Both Commercial and Scientific 
engineering calculations are 
handled with equal ease on IBM's 
new 709, The 709 systems will vary 
considerably in number of units 
ised, but a typical system would 
lease for around $56,000 a month 
wv sell for about $3 million, reports 
the International Business Ma 
chines Corporation. Union Carbide 
& Carbon Corporation has placed 
the first order for a 709 system 
IBM has also announced that con- 
trol of its nationwide service 
bureau operations has been trans 
ferred to a subsidiary, The Service 
Sureau Corporation. The company 
will use accounting machine and 
electronic equipment to handle 
commercial and_ scientific data 
processing for customers on an 
hourly contract or volume basis 


(Continued on page 45 
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““Success’’ stories of how xerography 
is saving these companies 
$6,000 to $250,000 a year! 


YOUR company, too, can cut duplicating costs 
and speed paperwork with [= 
XEROGRAPHY gy 


THE DRY, ELECTROSTATIC COPYING PROCESS 


All t 


of, 
Pins broker’ and ~ 
} financial howse* 


WRITE for proot-of-performance folders showing how 
xerography speeds paperwork and cuts duplicating 
costs for 


companies in your field. No obligation 


THE HALOID COMPANY 
57-1X HALOID STREET, ROCHESTER 3, NEW YORK 
BRANCH OFFICES IN PRINCIPAL U.S. CITIES AND TORONTO 


XEROGRAPHY 


(ZE-ROG-RA-FEE) 


The fastest, cheapest, most versatile way to make masters for duplicating 








if it’s living you want most 


have a checkup yearly 


Many cancers can be cured if 

detected in time. That’s why 

it’s important for you to have 

a thorough checkup, including 
a chest x-ray for men and 
a pelvic examination for 
women, each and every 
year,..no matter how 
well you may feel, 


AMERICAN CANCER SOCIETY 


Lotto. FROM READERS 


Teletype News 


As president of Teletype from 1917 
when its real commercial develop 
ment began until it was sold to the 
Bell System in 1930, I was, naturally 
greatly interested in Murray Teigh 
Bloom's article, “Communication 
Fast and Accurate,” in the November 
issue. Mr. Bloom has done a better 
job than most people who attempt 
to describe Teletype. But perhaps he 
would have done an even better job 
had he counseled with Howard Krum 
who was the vice-president of the 
company and the real inventor and 
developer of the machines in use 
today, or myself 

Charles L. Krum, Howard's father, 
did some work on the Teletype, but 
Howard Krum was the real genius 
In fact, the consolidation of Morkrum 
and Kleinschmidt was primarily 
brought about because of the latter’s 
infringement of the Krum _ patents 

My father, Joy Morton, originally 
backed an inventor from Nebraska 
This man later gave up the idea of 
making a printing telegraph system 
and spent the balance of his life as 
a well-known professor of electrical 
engineering at Armour Institute 
After the original fellow quit, Charles 
Krum asked my father to back some 
of the original ideas he had gotten 
through keeping an eye, at father’s 
request, on the efforts. But, it was 
not until Howard came into the busi 
ness that the real development began 

The reference to West German 
fruit, vegetable, and fish wholesalers 
is hardly news. In the early twenties 
the Union Pacific Railroad began to 
handle the reconsigning of refrigera 
tor cars by printing telegraph. But 
the Berlin police department was the 
first in the world to use our machines 
replacing with them a crude and 
rather unsatisfactory teleprinter of 
German manufacture 


STERLING MortToON 
1627 EF. Valley Road 


Santa Barbara, Calif 


Information on Films 


Will you please tell us where we 
can get more information on how to 
acquire a copy of Dean Mannion's 
film, “It's Here —Forced Labor With 
out Pay.” 

This is mentioned in the “American 
Business Notes" for December 
H. F. Roy 
Ross Roy, Inc 
Detroit 7, Mich 

Emmett M Mellenthin 330 «6S 
Wacker Dr., Chicago, Ill., can give 
you full information on obtaining this 


instructive film 


Is Life Insurance Taxable? 


In a recent issue of your “Survey 
of the Month” you have a paragraph 
on life insurance arrangements, where 
a company pays all the premiums 
for an executive, Are these premiums 
deductible as an item of expense for 
the company? Or are they considered 
as a nontaxable gift to the employee? 


A. H. HUTCHINSON 
Continental Scale Corporation 
Chicago, Ill 


The answer to your question de 
pends to a large extent on the type o} 
life insurance policy we are talking 
about 

If it is a group policy wherein the 
ere cutive names his own he ne fic wry 
company contributions toward the 
premiums are deductible and are not 
considered to be taxable income fo 
the executive. The executive, though 
cannot deduct his own contribution to 
the total premium cost 

If the policy carries more than 
straight-term coverage, the situation 
is the same for the company but a 
little different for the executive. Thi: 
is the kind of policy wherein the ea 
ecutive’s benefits cannot be lost 
through termination of employment 
or for some other reason. As before 
the company can deduct its contri- 
bution to the premium cost, but the 
erecutive cannot 

If the policy is taken out on the 
life of an executive with the company 
itself named as beneficiary, company 
contributions are not deductible. Upon 
the death of the insured executive 
the proceeds received by the company 
are exempt from tag 

If the policy is drawn for the 
benefit of the executive and the cor 
pany pays the premium, or part of if 
the company may deduct its contri 
bution as an ordinary and necessary 
business expense. At the same time 
the amount the company pays is re 
garded as additional compensation f 
the executive, and subject to tax. IT) 
this instance, the policy is taken out 
on an individual basis, not subject 
fo group rules 

Still another alternative is the splif 
dollar plan. Here, the company pay 
an amount each year equal to the 
increase in the policy’s cash surrende 
value for that year. By a Revenw 
Ruling made last year, the company 
contribution is interpreted as an 
terest-free loan to the executive. A 
such, there is no taxable situation fi 
either the company or the executive 

Details of the split-dollar plan ca 
be found in our newly completed 
urvey called Fringe Benefits fe 


Erecutives 
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Now, letter trays, phone and wastebasket are in the « 


Waste paper baskets are 
now awaste themselves 


This man is making use of one of many inno 
vations found only in Shaw-Walker Organiz 
Desks. It’s a wastebasket drawer. Out of sight 
instantly accessible, easily removed, it hold 
more paper than four ordinary wastebaskets 
Saves time, floor space and stumbling 

The Organized Desk is guaranteed to help you 





get more done, more easily, more quickly. Its 


drawers organize everything from paper clips to desk people should have this new profit too 


important records—put what’s needed most in The 292-page Shaw-Walker “Office Guide 


pictures, describes and plainly prices eighty-six 


the easiest position for quickest use—eliminat 
clutter and confusion. Organized Desks and 5,000 matching items. Free 
One or two Shaw-Walker Organized Desks in when 
Shaw-Walker, Muskegon 27, Michigan 


requested on business letterhead, Writ 


your office will convince you that all you 


* Largest Exciusive Makers of Office Equipment 
Muskeagor M ' Representatives Everywhere 
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The Olivetti Lexikon has a number of very special 
qualities, some immediately apparent, others less 
10. The crisp, clear beauty of its typing, the pleas- 
ing look of its simple lines—these the eye can 
hardly miss from the first. With greater familiarity 
comes a fullappreciation of the Lexikon’s “gentled” 
key action, which cushions the touch and acceler 
ates the type bar to produce sharp typeseript with 
minimum typing effort. And it will literally take 
years to know the full merit of Olivetti’s unique 
roller bearing carriage glide—for it’ will preserve 


the Lexikon’s typmy alignment almost indefinitely 


ni 


Olivett: office typewriters are guaranteed for 12 


months instead of the usual 90 days. Have you also 


, 


secon Olivettis electric and portable typewriters 
Hand, electric and duplex adding machines? Single 
and double register printing calculators? Account 
ing and posting machines? Remarkably depend 
able, Olivetti machines require a minimum of 
maimtenanee; service and spare parts are quickly 
available through dealers in all 48 states. Branch 
offices and showrooms in New York, Chicago and 


San Francisco, Olivetti Corporation of America, 


= - 
BO Kifth Avenue, New York 360, New York. Oo livetti 
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By Robert B. Konikow 


Before you can put the right man in 
the right job, you have to know what 
it is that makes a right man. Just one 
task of the personnel section at Hamil 


ton Watch Company is to find out 


An aerial view shows the main plant and research labora 


ries the Hamilton Watch Company, Lancaster, Pa 


How Hamilton Watch 
Uses Psychologists in Placement 


|’ you were to make a list of all le Nal fa | ional ie to hi him. Plannilt 


American industries, ranking hologist ‘ ven, and 1 iti With the difficult) proble 
them in the order of their size, the al employ a psye ! lecting qualified personnel f 
Hamilton Watch Company would trist, a trainings wcialist nd vatchmaking industry 
appeal well down upon it Whether: ctional ( t ) I rive ia roadet t 
you use sales or payroll as your 
criterion, Hamilton, with its cur 
rent 1,900 employees, is far fron 
being one of the giants of Ameri 
can industry 

Yet on Hamilton's organizatior 
chart, you will find a box label 


Personnel Research In thi 


The psychometrist administers the 


sorting-board test to an applicant 
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Assembly-line speed and precision 


demand workers suited for the job 


makes its most important contribu 
tion to the company in its efforts 
to select employees who have the 
necessary aptitudes and traits to 
become proficient at the intricate 
and complex operations found in a 
watch factory. Watch manufactur 
ing demands astonishing precision 
and the accent is on microma 
nipulative skills. Balance wheel 
crews, for example, are so tiny 
that 50,000 of them can fit in a 
thimble, yet each must be threaded 
to fit a tiny hole, and each must 
have its weight held within nar 
row limits 

The hairspring of your watch is 
made of a wire thinner than a 
human hair, and wound in a pre 
cise spiral. The balance wheel it 
self must be assembled of these 
tiny and delicate parts and given 
both static and dynamic balance, 
regardiess of position, These tiny 
parts, whose shape and form are 
hardly visible to the unaided eye 
must be carefully assembled with 
no damaye to the fragile bearing 
urfaces, to make a mechanism 








Regardless of their destination within the company, the college trainees 


learn how a Hamilton watch works during the three-week Orientation Seminar 


that can withstand shock, tem upon what we actually know. Still 
perature changes, variations in others are tied in with our emo 
humidity, neglect, and still keep tional makeup. Psychologists often 
time with an error of less than a place these factors in various 
second a day. categories: intelligence, special 
It is obvious that the men and abilities and skills, interests, pet 
women who are hired to do this sonality, attitudes 
work must possess special qualifi A few of the elements that prob 
cations, rarely if ever required in ably make for success in a job can 
other jobs. Few of these delicate sometimes be determined rather 
specialized skills are developed easily by inspection. For example 
outside this industry, so each ap it is quite apparent that a man 
plicant is virtually a novice when who can't stand noise would make 
he applies for work at Hamilton a rather poor riveter. Or, in all 
an unknown quantity whose ap probability, a lighthouse keeper 
titude for this miniature work should have a_ personality that 
must be carefully assayed would enable him to live alone fo 
There are doubtlessly many fae long periods of time 
tors that contribute to a person's However, the identification of 
success in any given job. Some of so-called critical factors underly 
these factors have been found to ing success in any particular job 
be physical, while others reflect is not a simple task. Often, obse1 


vation and judgment alone are not 
enough to isolate what may seem 
in hindsight, to be obvious. Sey 
eral years ago at Hamilton, a study 
was conducted of a repetitive job 
which requires the operator to po- 
sition a small, flat part onto the 
horizontal work plate of a semi- 
automatic, bench-mounted, preci 
ion milling machine. The peculiar 
construction of this machine offers 
limited access in locating the part 
on the work plate 

At the outset of the project, a 
number of factors had been con 
sidered critical in the efficient 
operation of this equipment, but 


it was not until the statistical 
analysis had been completed that 
the real factor tood out—the 
height of the operator! Looking 
A member of the personnel department of Hamilton Watch Co. interviews an back, it was easy to see that thos 
applicant for secretarial work before administering the pre-employment tests men within a middle height 


10) 


> 
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been on the job long 
settled down to his 
performance, And _ finally 
neasure must be available 
ob sucee of each indi 
Within the sample. When 
employee who don't meet 
tandards have been elimi 
remaindet are told 

part in the tudy; and 
co-operation, the tests 


are given under stand 


tatistical 
your project, You start 
lists of employees, first in 
the order of their actual success in 
the job, and then according to 
their cores on each of the test: 
u have given them. By compat 
the orders on the lists, you can 
which test show any rela 
onship with succe on the job 
Phi i not a difficult) procedure 
though like much statistical work 
it is often tediou 
> ome of the tests will show no 
relationship § to ucce: others a 
While the college trainees visit the metals processing section of Hamil great deal. There may be a high 
ton Watch Co., the chief engineer explains the operation of the rolling mills correlation between the scores on 
two of the tests in your experimen 
tal battery, which may _ indicate 
bracket could load the machine units assembled each weet Kor that both are measuring the same 
visually, without either stooping o1 other kinds of job criteria characteristic, You discard these 
stretching. Men who were either might be rate « poilage, or de duplicating — test and all that 
too tall or too short to see easily lar-volume « ile oO! upervi li little correlation with job 
into this equipment put the pieces sors’ rating Whatever the ( ending up, you hope, with 
in by feel rather than by sight terior nally elected it hould ) fa few tests which can 
and were considerably slower in measure a vital component of the , elect the better appli 
getting them properly located employes ontribution to the su { wr that job 
Needless to say, one of the re cess of the company it the h ‘Ww test battery can be 
quirements for applicants for thi: whole purpose ng job j » evaluate job applicant 
job is that they come within the plicants ji oO predict the tin d following the standard up 
optimum height range ucce of each ter } { y the experimental find 
If personnel selection research particular criterion u ing an be used to make a pre 
has any point at all, it is to iden (ance you F \ r crit j liction ¢ their woe It is usual 
tify those factors which are criti yo an { d am lect the y a good idea to check the battery 
cal in differentiating betwee ychologi« test which d ith % ompletely new sample of 
satisfactory and _ unsatisfactory measul t! d rib mploy lis will help to detect 
job performance. Unless you knov Ost ; ! lit rol it may have 
at least some of the more impor \ if d ilable test not pti » YO fir v In partie 
tant variables that affect job pre uunting tl { t « ld b | ro ( may indicate 
ficiency, there is little benefit fron it j ‘ | t] refinen hould be 
trying to evaluate job applicant ne ary ! i lit de in lest battery peciall 


and it becomes almost a matter o is | d Ca Vil | r iW ‘ required 


chance in predicting success ot! 
the job 

The first step in this task of 
predicting success is to determing 
just What you mean by succe i 
the particular job under tudy 
ind how you can best measure it 
bjectively. These measures of jol 
uccess, Which psychologists call 
criteria are important yard 
ticks for appraising the validit 
tf op ychological test that might 
ye used in selecting worket 

For factory jobs, criteria ofte 
consists of production figure fi 


example, the average numbe1 
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By Solomon L. Schneider 


Controller, Seamprufe Compony 


Mechanization Need Not Mean Sacrifice 
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Figure No. | 








left) shows the voucher, vendor's 


ledger, and voucher register combined in one writing 


Figure No. 2 is a check (left) and a vendor's ledger 


(right) 


printed automatically. Check-register is 


added 


Modernization and improvement are laudable as long as they aren't 


steps backward. Before you adopt a new system make sure it is a move 


in the right direction. With little added effort this company found 


that it could post a voucher and vendor's ledger at the same time 


ANY companies perhap 
M most in various lines of 
business, have adopted a_ straight 
“voucher system” for accounts pay 
able. The vendor’: 
abandoned 

There is 
mechanized 


ledger has been 


no question but that a 
voucher system is 
ureatly superior to a handwritten 
ledger system 

But in our business, we want to 


know three things that are not 
venerally available at a moment's 
notice under a= straight) vouche 
plan, We want to know 

1. The bills outstanding (total 
liability) we have for each date 

2. The total liability for 
merchandise vendor 

3. The total purchases from each 
to date 


each 


merchandise vendor, yeat 

That is, we 
ledger for our merchandise pul 
chases. When we switched over to 
a machine system, we found that 
both a voucher and a 
ledger card could be posted at the 
same time, by machine, with very 
littke added effort. This was de 
lightful news to us, and we feel 
it may be welcomed by others, too 

As in many other lines of en 
deavor, our accounts payable setup 
is divided into two distinct classi 


need a vendor's 


vendor's 


fications: merchandise and expense 
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The needs of each are somewhat 
different 
eparately here. The merchandise 
operation, as the reader will notice 


o they will be considered 


is designed for maximum informa 
tion with the least effort possible 
sacrificing valuable 
records The expense operation Is 


but without 
designed primarily for speed, since 
the information needed is not so 


extensive 


Merchandise Accounts Payable 


The merchandise accounts pay 
able forms are shown in Figure 1] 
As you can see, the yvoucher-remit 


tance advice is slipped into” the 
machine's carriage directly in front 
of the vendor's ledge: Thus 
both forms are posted at the same 
time, About the only extra effort 
the operator has (as compared to a 
traight voucher posting) is the 
pulling of the individual ledge 
card and picking up old balances 
Observe, incidentally, that the pick- 
ups are made before any posting 
occurs, The machine, a National 
model 31, tests them for accuracy 
if they are correct, ‘.00” prints 
and posting can proceed 

Since we take advantage of all 
discounts, the discount is entered 
voucher-remit 


card 


immediately The 


lance advices are prepared strictly 
according to due date, and filed in 
the same way. That is, if a vendor 
has sent us invoices due on three 
different 
different 
advices, as amounts 
The “whole story,” 
condensed form on his ledger card, 
including automatically computed 
and printed totals for balance due 
and purchases for the year to date 

Voucher register totals for the 
over-all credit to vouchers payable 
control, discount, and net 
late as postings are made. 
thing that 
about this 


dates, he receives three 


checks and remittance 
become due 


however, is in 


accumu 
There is one other 
should be 
posting procedure. When a new in 
voice is posted to a yvoucher-remit 
tance advice already existing, the 
name only is typed in the “Name 
of Vendor’ column. But if a new 
remittance advice is needed, it i 
placed in front of the “Name of 
Vendor” column, and name and 
address are typed in with the ma 
chine’s electric typewriter—-on the 
check portion .of the remittance 
advice, and on the voucher register 


made cleat 


at the same time. The voucher-re- 
mittance advice is then 
over” to its normal position in front 
of the vendor’s ledger card, and 
posting proceeds. In other words 


“moved 
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ist sow 


tg 
Figure No 3 (left) is of invoices, machine-analyzed by 


of merchandise and plant (different columns) 


igure No. 4 shows remittance advice, check distribu 


a tion card and io 1a vhich are all done at one time 





of Vendor's Ledgers... 


Give Us Complete Records! 


we do not have to worry about pre lo merchan 
ledger card 


addressing remittance advices o1 
an addressing machine, or anything 
of that kind. We just type in the 


V 


name, or name and address, as we 


in igure 
i card like this, of course 
merchandise classification 


come to it ertically in 


Now, with thi ystem, if the 
treasurer calls and says “How 
much business have we given s¢ Cash Disbursements 
and-so this year? we glance al t ich received = the 
o-and-so's ledger card and tell hin Figure 2 illustrat " is! on N for Plant ] 
instantly. If the treasurer ask bursement ral Usit N t No. 4 for Plant 
“How much do we owe him righ 
ow? we give him the figure. If 

ys, “How much do we have 


ot column 
Dutton l 


w, according 


' arn invoice 
been listed 

tals automati 
Phe old balance 


0 pay out on the 10th? we 
ind the machine 


» the “10th” file of voucher-remit 
ance advices and run an adding 
nachine tape of them 

We could, quite easily, keep 
memorandum control of total lia 
bility by due date. We could post 
all bills, every day, in the due date 
order, clear the machine total 
after each due date, and enter the 
amount to a memorandum ledge 
card. We do not bother to do thi 
because the treasurer asks for such 


antaye 
es and ther 

them ; No prelisting 
eeded, because the total of the 
information only a few times dur e against 
ing the year, and it takes very littl 
time to go to the due-date file and 
run a tape Control Over Yards Purchased 

athe , nill 7 Figure 1 j 
Returns ; . 

ve wl , J ‘ oy i] ihe] { al he mac hine per 
Returns are posted on wage 41 
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Worth Writing For 


The Department of Com 
merce has prepared brief re 
ports, called ‘Small Business 
Aids,’’ dealing with business in 
surance generally (No. 480), 
sole-proprietorship insurance 
(No. 481), 


ance (No. 482), and corpora 


partnership insur 


tion insurance {No. 483). They 
may be obtained free by writ 
ing the United States Depart 
ment of Commerce, Washington 
29,0: 
“How to Safeguard Your 
Estate,’ published by The Con 
necticut Mutual Life Insurance 
Co., will be sent free by writing 
26-36 of the com 


pany, Hartford, Conn 


to Dept 











Kk your company depends upon 
| dealership franchises for 
outlets, and you have been success 
ful in building them into sizable 
organizations, an unused key could 
lock you out, franchise by fran- 
chise, as your dealers die 

In your hands, this same key 
can help solve” problems arising 
from the death of a franchise hold 
er, and open the door to immediate 
benefits for your firm and your 
dealers 

The key is estate planning. 

Presumably your company has 
provided for the continuation of 
business if an owner or key man 
should die. But what about the or- 
ganizations upon which your com- 
pany depends? Could they weather 
an owner's or key man’s death? 
Don't be too confident they could 
until you check into the matter, 

Kor example, the retail grocer 
has come a long way from. the 
barrel at the crossroads 


sales 


cracker 
and the store on the corner, To 
day's independent and chain 
grocers are well ahead of other 
businessmen in converting to the 
age of the automobile and auto- 
mation. Whole shopping centers 
are being built around supermar 
kets throughout America, with the 
convenience of the parking lot re 
placing the drawing power of the 
old cracker barrel, 

An electric eye opens the door 
in a welcoming grin for the arriv- 
ing customer. Self-service and soft 
music entice housewives and their 
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Your Dealers 
And Their Estates 


By John de Paul Hansen 


husbands to buy more food at 
lower cost than anywhere else in 
the world. And smart, shiny regis- 
ters have replaced the stub pencil 
and cigar box of the 19th century 
procer, 

Unfortunately, there is one area 
in which the independent grocer 
has not kept pace with changing 
conditions. There was a time when 
a man’s widow could take over his 
grocery without even the formality 
of a visit to the probate court To- 
day, when a supermarket operator 
dies, his widow not only will make 
many trips to probate court, but 
she will also be invited to discuss 
estate tax payments with 
Sam's representatives 

Quoting from an article written 
by Robert D. Walker, a Phoenix, 


Uncle 


Ariz., banker, published by the 
Small Susiness Administration: 
“Many successful small business 


concerns have been forced into 
liquidation because the principal 
owner died— without leaving a 
proper will.” 


Like most men in business for 
themselves, the grocery owner is 
so busy around the clock, he 
doesn't take the little time neces 
sary to plan for the continuation 
of his business or for the conser- 
vation of his estate. 

A nationally known chain of in 
dependent grocers, concerned about 
this threat to its future, decided 
to do something about it. Because 
new laws and changing economic 
conditions continually created 
problems for the chain’s members, 
its headquarters designed an ‘Fs 
tate Extension Service’ which it 
considered offering to members 
wishing to take advantage of it 

To “pretest” the Estate Exten 
sion Service, it was introduced in 
the Chicago area. With prelimi 
nary results of the test in, this ex- 
tra service appears to be more 
important than expected. 

Although a recent survey dis- 
closed that, in the last 20 years, 
60 per cent of the people whose 
estates were probated in the Pro 








What lout Your Wil? 


A will provides the means through which you can make 
the best future arrangements for those for whom you care. 


It is a written document in which you direct what is to 
become of your property after your death. It names the 
persons whom you wish to benefit or protect, and desig- 
nates someone (called an executor) to carry out your wishes. 


If you do not have a will, the law provides for the distribu- 
tion of your property. The cost of drawing a will is often less 
than the premium on the surety bond necessary where there 
is no will. In addition, a carefully drawn will frequently re- 
duces taxes and other expenses. 


—Chicago Bar Association 
Copyright 1953 
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CANCEL 
FRANCHISE 


pacrifi jo 


Lose sales 

Pay liquidat n 

Risk loss ona 

Lose time and effort use 


Jevelop dealership 


Will all heirs be active 


If's >», can the mmpany 
effe tively? 
at of attitude 


5 toward 


bate Court of Cook County 
(Chicago) failed to leave wills, 
well over 85 per cent of the grocery 
owners contacted in the same area 
had made no wills 

In the case of those who had 
personal wills, these were usually 
drawn as the result of a business 
agreement between partners or co 
owners of a corporation, However 
two out of three wills and busines: 
agreements were outdated because 
of changes in the law, or were 
poorly drawn at the outset. “Beat 
in mind that sound and appropriate 
wills are seldom developed the first 
time,” is the way Robert D. Walke 
put it in his article. 

In some cases, partners followed 
specimen agreements — originally 
furnished to attorneys and trust of 
ficers for illustrative purpose: 
only. Intended as a guide to mat 
ters that should be covered in such 
instruments, specimen agreement: 
are very dangerous to use without 
the advice of a local lawyer who i 
familiar with the laws of the par 
ticular state. 

In other 
purchased to fund “buy and sell 
provided the mo 
tive for drawing business agree 
wills, if any, were 
drawn because of the agreements 

Since life insurance was the 
cause instead of effect, the result 


cases, life insurance 


arrangements 


ments; and 


was at best a misplaced emphasi 
and many times caused the com 
plete overlooking of many provi 
sions unrelated to life insurance 
which should be included in an) 
hetween 


agreement busine 


owners 
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IVE FRANCHISE 1 
NEW ORGANIZATION 


' 


The problen ‘ ] ‘ ia and one venerally unrealized 


tinuation planning every one of your dealers has an 


organizations is not limited to the fate plan! Laws of the variou 


yrocery field. Win Green, the fina yovern the distribution of 


cial writer, in j ry art ind personal property when a 


headlined “Chi; Sy) n D on die intestate Without 
ing Out it nity { wa will. So, even if a dealet 
ollow h ot provided for the disposi 
‘The inde ‘ ( if his estate including, what 
apparently 1} rp f is Important to you, his busine 
ing ground t it is covered by an estate 
Ninety by operation of law 
h ‘ tat distributed 
ificatio making ie indust ong heirs at law in accordance 
of the ron of litth vith the state laws are often di 
tributed contrary to the wishes « 


! 


a ] ! independent 


a hard 


merchant the decedent. This work 

“But ntiment lo out hip on the members of his in 
profit ially when profit mediate family; entail unnece 
queeze iddition, family-owne iry expense; and often provide 
Windfalls for relative 


dis known, or worse, the ery perso 


enterp , ru nto a problen wholly ur 


principal vYhom the deceased had intended 
sanner-Whitehill vould never gain from the estate 
Indianapoli Then of course, if a dealer dit 

TS OOO fe intestate, it will result in admini 
rative problems for his busine 

Which will be disposed of by 

qd and rigid’ pattern evel 
ugh it may not be in the best 
t of the busine 

beneliciarie 

None of this will cre 
for your company 
fied to cancel the 


What if you are 


franchise 
dependent 
a pvoing dealership t 
product 

could best decide 

busine hould 

Would: 

ale! 
lealey 


( 








DR. CARL MILLER 


Dir. Carl Miller, technical direc 
lor for 
Vinnesota Mining & Manufacturing 
C'o., became interested in the prob 


graphic arts research at 


lem of copying documents whale 
doing work for his doctorate im 
physical chemistry at the Univer 
sity of Minnesota, Long hours of 
copying abstracts and other docu 
ments in longhand convinced ham 
sini ple 


of the need for a rapid 
copying method 


Joining 3M in 1940, he began 


working on the problem im the 
lime each researcher is allowed to 
spend on projects purely of his 
own choosing. By 1944, he had 
perfected the basic principle. Heat 
from a special light source would 
he concentrated in the written or 
printed areas of the document to 
be copied, triggering a reaction in 
the specially treated copying paper 
which would provide an exact du 
plicate of the document itsel/ 


Vinnesota Mining spent 10 years 
developing this first dry, single 
ilep, all-electru 
and by the time it returned its first 


/ 


penny of profit in 1954, the com 


copying process 


pany had lost nearly a million dol 
lars on the product. The item has 
since become the fastest growing 


IM has ever marketed 


In this interview, Dr, Miller dis 
iM’s research organization 


sales item 


CUSSES 
and policies, 
sight into the attitudes of a scien 
fist toward his job and company 


and provides an in 


A long-standing policy of invest 
ing a substantial policy of earnings 
in research has been a major fac 
tor in building 3M’s sales from $21 
million in 1940, and $75 million in 

) 


1946, to an estimated $325 million 
for 1956, 
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HITMORE Dr. Miller would 
W you tell me how you go about 
tarting a typical 3M research 
project? Or maybe there isn’t such 
a thing as a tymeal one 
Many 3M 
Improvements on 


Dr. MILLER: research 


projects are 
existing products that become ob 
vious to the people working on the 
project as they go along. However 
Dick Drew had the original con 
cept when pressure-sensitive tape 
was developed. I would say that 
Dick coming in with his 
concept was a very different thing 
from the people who thought of 
the 300-0dd tapes which we now 
make, all of which followed Dick 
Drew’ 

In developing hi 
cept, Dick first had to recognize 
the need for such a product. The 
need developed in the automobile 
When two-tone 
sprayers had te 


original 


original concept 
original con 


painting industry. 
paint jobs came in 
mask the bodies of the cars with 
newspape! Of course, the edge 
had to be taped down. The old 
medical adhesive tape of the day 
which was used for a while, left 
the car body dirty, and you had 
to use gasoline to remove it. Dict 
aw this need and invented mask 
Ing tape to meet it 

In the case of Thermo-Fax, the 
original idea from the 
research work on my _ doctorate 
thesis. I spent many hours in the 
library copying documents by 
And I became aware of the 
could 


stemmed 


hand 
need for a machine that 
make from one to 10 copies of a 
document and do the job with 
both simplicity and speed. And 
that was the type of machine we 
finally developed 

WHITMORE: 
cent projects and his were similar 
in that they were an individual 


Apparently your re 


concept, originally, and not a 3M 
project Is that right? 


Dr. MILLER: Yes, because one per 
son did think of the original ideas 
development, though 
effort on the 


part of a great many people 


WHITMORE: The later effort, then 


represents teamwork? 


Subsequent 
represents creative 


Dr. MILLER: Yes. Very much 


WHITMORE: How do you set up a 


typical project after conception 
and discussion? Do you put it on 
a schedule and make assignments? 
In a typical project, is the early 
work assigned to one man or a 


team or a group? 

Dr. MILLER: Our company was 
very quick to recognize that new 
ideas would come from anybody 


Research 


By Eugene Whitmore 


That is, they didn’t hire an idea 
man to give work to everybody 
else. They looked for the ideas to 
come spontaneously from. any 
body. So we have, once again, the 
two categories: the man who has 
an idea and the man who improves 
an idea 

If a man has an idea, 3M will be 
very lenient with him if he spend 
his time if he “neglects” his othe 
work — to work on his idea. We do 
expect him to use a little discre 
tion and work on ideas that might 
conceivably fit into 3M’'s type of 
operation. If he gets his idea to the 
point where it seems to work, then 
he must have a budget to do any 
thing big on it. 

Up to that point, he can play 
around with things at hand Sut 
once he needs a budget, he must 
ell his idea te 
usually calls for a meeting of some 
of the supervisors in the confer 
ence room- and he them 
what he has and describes what he 
thinks the potential is. It’s hard 
to say which is the more impor- 
tant. the evident potential in the 
product or the enthusiasm of the 
man, You need them both if you're 


management. He 


shows 


going to succeed 

If the supervisors think 
two factors are important enough 
they give the man the budget he 
asks for. He has to give them a 
rough idea of what he's going to 
do with that budget. He may say 
he needs $5,000 for this and $2,000 
for that, and he needs a helper 
with a certain training. If he can 
sell his idea, he gets the money 
and the helpers he needs. Then he 
usually starts these men by sim 


these 


ply telling them what to do 

Early in the game, the second 
category comes up. One of these 
men begins to have ideas of how 
to improve the product and, very 
soon, as this group grows, two or 
three of his men might grab the 
ball away from him completely 
Now at 3M that is no disgrace o1 
no crime. And, if the man is in- 
telligent, he’s very glad he has a 
team like that. 

Quite often you'll find the idea 
man hasn't got what it takes to 
stay with it--to go through the 
drudgery of doing it of putting 
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uilds 3M’s Future 


The man who perfected the copying machine accents 


the need for a company research program. in this 


interesting interview, he reveals that yesterday's mil- 


lion-dollar loss may be tomorrow's money-maker. 


It was at the Minnesota Mining & Manufacturing Co 


it over; whereas the man wh« 
just started in to work on an idea 
another man thought up, has got 
what it takes to stay with it in the 
drudgery stage until it works. I 
could name people who have what 
it takes to work when nobody is 
encouraging them and to keep 
working until they make the thing 
go. This ability to encourage your 

self, when no one is urging you on 
is very important 


Would you say that to 
and de 


WHITMORE: 
put through a 
velopment project, the 


research 
man who 
needs to 


almost to the 


, 


conceived it POSSESS en 


thusiasm and zeal 


point of dedication 


Dr. MILLER: I looked at it 
quite that way. He, in my opinion 
needs to like scientific work, the 
way that a little boy likes an ele« 
tric train. He feel that 
he’s being paid to play that his 
laboratory is really a beautiful col 
adult toys. And then he 
needs to be a person who has no 
of change. To me, that’s quite 


neve! 


needs to 


lection of 


fear 
a point 

People afraid of 
change. People are afraid of well 
politics just frighter 
the whole country. Changes in 
little things, like the design of a 
machine though, which you might 
think wouldn't frighten anyone, do 
frighten people who are in the 
business of making those ma 
chines. And a research fee! 
that attitude reflected in his work 
Will this change hurt us? Well, he 
has to be a man who is completely 
unafraid of change and accepts it 
as the normal thing. I think that’ 
rather a rare quality, too 


are actually 


changes in 


man 


/ kno 
the ij 
four-day 


WHITMORE: J’ sure it is 
of many organizations 
will 
fiqht, and maybe a 
fight, over the 
lIngger than 
out of five 
will 


where 
have a three- of 
three- or four 
month change of a 
form no 


And 


committer 


a post card 
four men on the 


want to keep ita 
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aliways 
find this 


it was just because it has 


that way. Do 
true at VW? 


heen you 


Dr. MILLER: I don't bray 
about our company 
that 3M is 


Qur management 


want to 
But it is my 
opinion an exceptional 
firm 


as much vision a 


has about 
any 
and | 


meet 


manayement 
know thi 
with them 

afraid to make 


in the country 
that 


they are 


wher We 
changes i good reason fe 
doing so 

that 


vite 


W HITMOR! Now, 1 pres 
when a has an idea. he would 


take it to hi din 


first? 


id 


NWO 


nidnade 


Dr. MILLE No. It 
the laboratories at 3M 
spends 


understood it 
that every 
cent of 
without 
that he 
what 


man about 15 pe 


his time on his own idea 


any permission except 


Uperyvise 


Researcher Kenneth Owens explains 


and Dr Car Miller Dr Drew nv 


yrrent project to Richard G 


doing. This is particularly true 


f the untrained men, because we 
don't want them to get into trouble 
hurt you if yo 


what you're doing 


| 
Chemicals can 
! 


on't know 


: that 15 per cent, he 
need permission of hi 
But, if he want ti 
time that on it 


immediate 


sO up to 
woesn 
upel VIsSol 
than 


pM nd more 


he would consult his 
ipervisor; and up to a degree, the 
permission of the immediate super 
enough, But, if it 
certain point, then 


consult has 


would be 
Lripers beyond a 


iSO} 


the supervisor must 
Incidentally, around 3M 
have 


uperviso! 


we don't have superiors, we 


uy rvisors 


WHITMORE: / was particularly wu 
ferested in the first budget 
project. Would that be 
mithin the dimsion, or would 


up higher qeneral 


meet 


on a 


fou ard 


management ? 


Dr. Mitter: It would usually te 
vithin the 


the size of the budyet 


division, depending on 

If you want 
i small amount of money, it's 
ier to get. If 


large amount 


you're asking for 
i very it might call 


for a meeting of the board of 


directo 
WHITMORE! note 


fiwo fypes of 


fhat you have 
You 
laboratories 


laboratories 


have your diviswonal 


have a central research 
Would fell me the 


hetiwern those two? 


and you 


laboratoru vou 


difference 


1 TL! linnesota Mining 


f 
Vrew, center 


SCOTCH brand cellophane tape 








organized on a vertical basis 
which means that each operating 
division is considered as a separate 
company on the books. This means 
that they have their own. profit 
and loss, their own bookkeeping, 
and they pay the profits to the 
parent company or they take out 
money for losses when they need 
it. Hach one stands or falls on its 
Whether it’s doing 
record is not 


own merits, 
well or not, its 
masked by the prosperity or grief 
of another division. 

We learned very early, as Mr 
McKnight, chairman of the board, 
will tell you, that it was when we 
discovered quality control that the 
company began to make money. 
Now quality control is a labora- 
tory activity, so each division has 
a quality control laboratory; and 
as the division vrows, the labora 
tory grows, Sooner or later, labora 
tory men are going to start. in- 
venting things, even though that 
may not be their main objective 
We encourage the people in our 
division laboratories to do this sort 
of creative thinking. 

Keach of the 24 divisions with its 
own laboratory is doing basically 
quality control, customer service, 
and some product research, Most 
of their product research will be 
associated with existing products, 
or products closely related to the 
kind they're already making. The 
300 tapes we have developed from 
Dr. Drew's original concept” are 
examples of this sort of thing 
About 18 years ago, the company 
recognized the need for a different 
kind of laboratory to supplement 
the work of these divisional labora- 
tories.-a laboratory which would 
not concern itself with customer 
complaints and routine testing, but 
would basic re- 
search and long-range projects. A 
laboratory more of the university 
type, which would be of general 
assistance to all the others on 


concentrate on 


Dr. C. E. Barnes is the director of 


central research at the 3M company 


problems, and which 
unrelated 


academic 
would produce new, 
products, That laboratory was set 
up under Dr. H. N. Stephens and 
was called Central Research 


WHITMORE: How important is re 
search to a company? 


Dr. MiILLer: It’s my opinion, and 
I've read a great deal about it re- 
cently, that research is becoming 
the determining factor in industry 
A company without research does 
not have a future. That may not be 
universally true, but it’s becoming 
more and more true all of the time 


WHITMORE: IJ believe it’s true even 
of the very small companies who 
manufacture or 
conventional products, like food o7 


sell or process 


bread or paint, 


Dr. MILLER: Unquestionably. We 
feel there is practically no product 
or process that can't be improved 


either by us or by our competitors 


WHITMORE: When did you come 
with Minnesota Mining? 


Dr. MILLER: I worked here as a 
summer employee in 1939, I began 
as a permanent employee in July 
1940, right after I was graduated 
from the University of Minnesota 


WHITMORE: Your company sales in 
1940 were approximately $21 mil- 
lion. In 1955, they were $281 mil- 
lion plus. I presume that research 
and inventiveness and this liberal 
attitude toward 
which seems to be a policy of your 
management, is at least partially 
multiplying your 


improvement, 


responsible for 
sales by more than 10 times in 15 


Years 


Dr. MILLerR: Yes. I’d say that’s 
very true. I believe that 40 per cent 
of our present sales are of prod 
ucts which did not exist at 3M 10 
years ago. And, I'd like to add 
this -that research men are crea 
tive by nature. You don’t have to 
make them invent. You just give 
them a laboratory and the right 
atmosphere, and they’re going to 
come up with ideas. The questions 
Which determine whether a com 
pany will grow or not are: Does 
the management of the company 
have both the vision to deal with 
the research man, and to make 
him happy? Does it have the skill 
needed to market and produce new 
products once the research man 
has developed them? 


WHITMORE: Dr. Miller, does cen 
tral research do any sales research 
after a product is ready for mar 
ket, or is that done in the sales de 
partment or perhaps in some other 
department? 


Dr. MILLER: Usually early in the 
development stages of a product 
right after we have decided that 
we want to ask for a budget 


Continued on page 5 


Central research at St. Paul concentrates on fundamental research with company-wide objectives. It supplements research 


on existing products conducted in the divisional laboratories 


IS 


Each laboratory is responsible for its quality control 
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Slow Horse, Fast Woman 
May Lead to Embezzling 


By Robert W. Gunderson 


Advertising manaas f Emplovers Mut ‘Ww 


Why does an embezzler suddenly think he can spend 


your money better than you can? What does he look 


like, this person who decides to make an ‘‘unap- 


ROBERT W. GUNDERSON : ' 
proved loan’? Is there any protection from today's 
. innocent man who may be tomorrow's embezzler? 
ACH year trusted employee 
American business and indu 
trial firms embezzle up to a billion 
dollars 
Who is this man we call “em nae i I could iviou ! v harlie rose with 
hezzler’’? What kind of person doe * found at rular stool 1 i le tr y down |} 
t take to swindle the firm that 


mother re 


li chee} 


| i | me before the 
helps pay his rent and buy hi long before his wallet began t on told all 


rroceries ? 


knowledge of 
Fidelity (honesty) bond unde 
vriters. men who know embez the bakes 
zlers best. say that they are of no 
pecial breed. Rarely, they say, i 
the embezzler the usual criminal 
type. He is more often a_ solid 
citizen, a study in respectability 


4a trait of ar 
happer that the 


reed the most 


Generally a white-collar worke 
and a family man, he is usually not 
the highest salaried employee but 
either is he the lowest paid. The 
embezzler is usually not psycho the busi 
pathic, nor is he consumed with a: 
incommon desire to “get rich 
quick.”” His crime is most ofte 
committed in a fever of need out 
tanding bills, a bad streak at the 
track, sickness in the family, or the 
ther woman 
Underwriter um up the mo 
ves for embezzlement in the 
najority of Cases a low horse 
fast women, or sick wife 
Because he has been an honest 
citizen until his first embezzlement 
it is easy for the average embezzler 
to delude himself into thinking 
that he is only “borrowing” the 
money 
Take the case of “Charlie 
mall-town bakery’ deliverymar 
Charlie drove the truck that bore 
the sign, “What foods these mor 
els be! a sign that wa me 
prophetic for Charlie when 
phrased to the familiar 
A year or so ago 
erie of marital spat 


wife left him and the 
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Making H 


By Earl Stowell 


‘ 


IRING technical personnel at 
an ever-increasing rate can 

till be done 

But if you need electronics en 

technical writers de 

draftsmen, or related pet 


you will probably have to 


vineer: 
igner: 
onne!] 
resort to advertising to fill a good 
hare of your needs, Here is why 

1. The shortage of technical pet 
onnel is nationwide 

2. Schools cannot fill demands a: 
fast as 
catch up with current needs 

3. Other obtaining 
personnel have 

1. There is only a certain amount 
of money to be spent for obtaining 


they are created, let alone 


methods of 
proved inadequate 


employees 

‘But we spent a lot of money 
on Classified advertising without 
results. What about that?’ I have 
been asked several times by those 
who were desperately in need of 
omeone to fill positions 

Using (and paying for) ad space 
advertising = for 
really 


isn't necessarily 
help. Maybe the space was 
used to tell your troubles to any 
one who would read the paper, And 
o, before we talk about advertis 
ing, let's glance at the other meth 
ods of obtaining personnel 

The one most often suggested 1 
paying exceptionally high wages 
The usual result is that 
immediately demand in 


present 
employee 

‘ases In proportion And yet ex 
necessarily 
attract the best men. More fre 
quently, they seem to draw_ the 


ive wapes do. not 


the man whose loyal 
himself the one 


opportunist 
ty is strictly to 
who seems to have time to keep 
an eye on promising pastures while 
employed elsewhere, Even worse 
competing Companies may match 
offer, thereby in 


problem, The extra 


ol exceed Vou 
ereasinyv yout 
from some 


money must come 


Where, and, in a competitive busi 


ness like electronics, money can 
be wasted 


A method 


maller companies is 


usually tried = by 
to offer stock 
in the company or a limited part 
nership in lieu of high wages. Un 
fortunately, the men engaging in 
such practices are often handling 
money for the first time in quan 
tities to which they would like to 


become accustomed, and have not 


elp-Wanted 


LLECTRONICS 


RHEEM 
ELECTRONICS 


No Co ntry Club 


No Sw mming Pool 


BUT— 


Permanent Well Paid 
R&D. Positions for: 


ADMINISTRATIVE ENGINEER 
FLECTRONICS ENGINEERS 
ENGINEERING WRITERS 
ELECTRONICS TECHS 


Join Our Controlled 
a 


Expansion in Commercial 


ond Militory Programs 


RHEEM 
Research & 
Development 


Laboratories 


9236 East Hall Rood 
Downey, Calif. 
TOpar 1-971) 

All replies will be ac- 

knowledged ond treated 
os contidential 


Three senior electronics 


were hired as a result of this ad 


engineers 


Advertisements 


What's the trick in getting 
results from your recruiting 
ads? Writing for the reader 
and not promising the world 


works for this laboratory 


figured the true cost nor considered 
the future too carefully. This, of 
course, is not meant as a blanket 
indictment of the many well- 
managed and prudently operated 
small companies 

The third method is 
high-caliber executive engineers or 
recrulting trips. Most often, this 
consists of advertising heavily ir 


sending out 


each city visited, announcing that 
day and evening interviews will be 
held at a local hotel 

Although I othe: 
stories, here are three actual case 
histories I have been able to verify 
by talking to the principals 


have heard 


A large Eastern company sent 
out three top-echelon 
for five weeks. The cost was stag 
gering. Net results were three er 
gineers hired (one “A” and tw 
‘B”), but only at a cost of $100 
a month per man above prevailing 


engineers 


rates, 
A large 
sent out two 


Midwestern compan) 
engineers After 
Angeles, the 


= prefer not to plve 


leaving Los senior 
man told me 
definite figures, but you may say 
that the results were disappointing 
in the extreme. And,” he added 
‘you may interpret that word ‘ex 
treme’ in its most negative sense 
Another large Eastern firm sent 
out three senior engineers and a 
project engineer for three week 
f 


The project engineer and two of 


the senior engineers were then 


other firms it 
Results One 


elves recruited by 
cities they visited 


enginee! returned Without ar 
new recruits 
The fourth method i 


word along to all your present em 


to pass the 


ployees that you are desperately 
in need of more people and as} 
them to help you hire their friends 
That 


personnel manager 


and acquaintances harried 
look on your 
face will be caused by present en 
(who have 


ployees just received 


an inflated notion of their value 
beating on his door and demanding 


raises and promotions. True, man) 
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Effective 


employees are obtained by means 
f present employees, but not by 
broadcasting your needs in a way 
that upsets present 
The same skill must be 
that would be applied to any deli 
cate sales problem 

In the face of the 
which those who need additional 
personnel must 
tising help? 

It might 
ing when you realize that an ac 
tual count of people (in the cate 
vories we have discussing ) 
sought in a single recent issue of 
the Los Angeles Sunday Times was 


operations 
used here 


problems 
solve, can adver 


seem quite discourag 


been 


in excess of 3,100 

3ut there are three good sources 
of personnel that are most readily 
reached through using classified 
advertising. 

As long as 
some of them will move from one 
location to another whether to 
see what is on the other side of 
the mountain or to be near Aunt 
Saphronie, the wife's favorite 
aunt. This represents an influx of 
people who can meet you through 
the want ads, 

Engineering projects Come to an 
end. Sometimes projects planned to 
take their place do not materialize 
Companies merge, departments are 


people 


people are 


Both sides of all four sheets of a single issue of tt 


cal personnel 
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The total of persons sought was over 


Earl Stowell is the former chief of technical planning of the electronics lab 


oratory, Government Products Division of the Rheem Manufacturing Company 


plan nay nning from time to time so that 


will be 
SoOuTCEe 1 


reorganized, company 
change, or personalitiec or objec your mare familiar 
tives may be such that a change i The third 

Mv Many operated 
Within boundaries that limit) pro 
It certainly 1 


men who can 


indicated. Amazingly good men are firm are 


set adrift by these upheavals. Mo 


of these people at least skim the fessional 
t pirating help to offer a man a 


growth 


what they re 
ays te position above that which he now 
hold These usually read 
the paper 

Now that we know 


paper before deciding 


want to do. That is why it pi 
have enough spot advertisement people 
what met 
are trying to reach, how can 
direct advertising to them 
look at some of the hundred 


its that will be your 


advertiseme! 
ompetition. We can do this by 
examining only two types, They 
ire the We'll vive you anything 
ant for living a few hou 

club 


fringe 


under country condi 


where the benefit 
a three-inch-thick rug under 

you and the kemergency 

help type 


Wore result 


compat 


and 


paper call for tech 


3,100 in a Sunday 





Profile o 


The Russian “Executive” 


By Sydney J. Rosenberg 


President of the American Building Maintenance Company, the 


and Mechanical Company, Inc., and the 


AVE you ever wondered who is 
| doing your job in Russia? Is 
the Soviet executive your coun 
terpart —as busy as 
with the problems, 
with the right answers’? 

This past summer, I 
tunate enough to 
trip to Russia, and 
turn, I have been 
American 


evaluation of the 


you are, faced 


same ready 
was for 
make a_ short 
since my re 
many 
businessmen 


asked 
times by 
for an Soviet 
executive 

what I saw and heard, I 
think it is possible to find 
a true counterpart of the Ameri 
can Russia 
except perhaps in high government 


workers in cer 


Krom 
do not 
business executive In 
Certain 
tain jobs do get preferential treat 
ment, but there is no incentive such 
system provides. Even 
and en 
upper 


por Itions 


as our own 
the factory 
who are in the 
problems 


rather 


manapers 
yineers, 
irata, do not face our 
To say the least, it is 

Russian 
them 


when labor forces strike 


apvainst 


Largest department store in Russia 


is Gum's Department Store in Moscow 


Pacific Electrica 


Easterday Supply Company 


Since there is no real 
tion for the consumer's dollar 
state owns all 


tress is 


competi 
(the 
the businesses), no 
placed on customer ot 
public relations and all efforts are 
directed solely to production, which 
vives the Russian executive a much 
limited field in which to 
work. Obviously, he doesn’t have 
to worry about stockholder rela- 
either 


more 


Lions, 

He does have some special prob 
however, All Russian 
their consumer 


lems stores 


must goods 
which at 
some strange displays 
But the system 
does not require men with the all 


order 


one year in advance, 
counts for 
and inventories 
and 


this 


training, background, 
that similar 
would demand. 

visit 
was too brief to 


round 
abilitie posts in 
country 

Unfortunately, my behind 
the Iron Curtain 
reach any definitive opinions about 
the Russian executive. We were in 
close daily contact with one Rus 
who certainly 
most responsible position, and who 
I feel, must be fairly representative 
of the executive echelon 

He was in charge of the Moscow 
Intourist Agency, the official gov- 
ernment organization that super- 
vises all tourist activities. Unques 


lan, occupled a 


tionably, he must have been chosen 
with care and have been up to top 
standards, for on the effec 
depends the 


Soviet 
tiveness of his work 
tourist's reaction to Russia 
If all the many details 
handled, the VISILO! 


probably go 


are well 
foreign will 


away singing — the 


praises of Russian efficiency. If, on 


the other hand, reservations are 
lost, timetables are upset, and the 
veneral schedule is loosely 
ized, the visitor might depart with 
about the Rus 


organ 
misvivings entire 
ian system, and the 

possibly 
dollars in 
impo 
assume the 


would be out of a job 
fast. Tourist 
elsewhere are 


more real 
Russia, as 
tant; and it is safe to 
Hest 


run this big busine 


man available i picked te 


executive 


executlve Wa 
charged with setting up and c 
ordinating hotel reservations, trai! 
and schedules, shopping ex 
peditions, and sightseeing tours t 
the top show places (Moscow Uni 
versity, tomb of Stalin and Leni: 
the Kremlin, Moscow’ subway 
agricultural exhibit, and so forth) 

Working under 
complement of guides, 
bookkeepers, mechanics 
forth. His job is further 
cated by the fact that he must not 
only organize the 
also take a personal part in the a: 
tivity as the chief escort. 

It is a job calling for custome 
relations, public relations, and the 
use of modern management tec} 
niques. In many ways, the Russia: 
executive answered the call. 

His superiors had 
First, and most important, he 
spoke excellent English which he 
had learned at Oxford University 
while he was a student during hi 
father’s tour of duty as 
ment representative in Europe. Hi 


Qur Russian 


boat 


bus drivers 
and s 


compli 


operation but 


chosen well 


poverl 


education there came to an abrupt 


end when his father became ir 
volved in a dispute with the Eng 
lish and the family 
was ordered back to 

Physically, he was most 
able -six feet tall, excellent condi 


government 
t{ussia. 


present 


tion, strong chin, balding a bit at 


the top; a blond Nordic type whe 
in former might 
the head guard for the Czars 
His manner with subordinate 
was didactic, authoritative 


years, have bee: 


as apgpressive 


Continued on page 40 


Mr. Rosenberg, the author, stops tc 


pose for a picture during his vis 


him is a full 


as Well 


) 
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GF PARTITIONS installed at 


a third the cost of permanent walls 


Office rearrangements are easy, quick and inexpensive with stock me 


In every large office there are opera rangement 

tions done better and more efficiently titions ere 

by small units in separate enclosure removal le 

And private offices for supervisors in or ceilin 

crease their prestige, improve morale — 

with inser ‘ i I i il f ee ‘ write 


GI movable partitions provide the way 


to tailor needed enclosures quic kly and eral bireproofing 


easily. Free standing and less than town 1. Ohv 
ceiling high, they provide privacy at a 

third the cost of permanent walls. The 

do not interfere with lighting, heating 


entilating and air conditioning ar 


MODE-MAKER DESKS *® GOODFORM ALUMINUM HAIRS 
SUPER-FILER MECHANIZED FILING EQUIPMENT @ GF AL USTABLE ST&E&L S i ING FIREPROOFING 


Foremost in Metal Business Furniture 


GF metal business furniture is a GOOD investment 
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How Hamilton Watch Uses Psychologists 


Continued fiom page fl 


an electronic recordet and to 
make the necessary adjustments to 
the movement so that it) keeps 
time within stipulated limits. A re- 
cent study of this job revealed that 
cores on three tests, and the age 
of the operator, bore an appreci 
able relationship to the production 
rate that could be expected. The 
three tests measured spatial orien 
tation, perception, and hand-arm 
dexterity 

Applicants for this job are now 
viven this battery of three tests, 
and their age is checked to see if 
it comes within the range found to 
be best for this particular job. 
jased upon the findings of a study 
conducted with a sample of dyna 
mic regulation operators, it can be 
aid that if an applicant meets 
three of the 
four variables, the chances are 
eight out of 10 that she will de 
elop into a better-than-average 
operator, If she meets the stand- 
ards on only one or two of the 
ariables, her chances of being a 
better-than-average operator drop 
to four out of 10, The chances are 
only about two out of 100 that the 
applicant better 
than averaye if she fails to meet 
the standards on any of the four 
variables. A follow-up study 
howed that a group of test 
employees achieved = an 
average production rate by the end 
of the first week that was equaled 
only after seven weeks by a group 
of employees selected without the 
aid of the test battery 

Similar results could be shown 
for other jobs. A gauge inspector, 
for example, is selected through 
a battery of four tests, with a 
biographical factor giving the fifth 
variable, An applicant who meets 
the standards on all five counts 
has a 97 per cent chance of being 
better than average in perform 
ance, but if he meets only three o1 
four of them, his chances drop to 
60 per cent. If he 
cratch on only two, he has less 


the tandards on 


would ever be 


elected 


comes up to 


than one chance out of 20 of be 
ing in the upper half of gauge in 
pectors, performancewise, 
Wherever possible, Hamilton's 
Personnel Research Section pre 
fers to build a battery using this 
statistical approach. It is only in 
this way that there can be statisti 
cal evidence as to the accuracy of 


the battery. Sometimes, however 
we must use tests with much less 
pecific evidence of their ability to 
uccess, This kind of situa- 


there are not 


predict 
tion occurs when 
enough employees in a particular 
job to give a large enough sample 
At other times, we must select pet 
sonnel before there is time to go 
through the statistical procedure 
When it comes to using tests for 
the selection of management-level 
personnel, only a few of the largest 
have had the re- 
studies 


corporations 
sources to conduct such 
which are based on experience and 
observation 

When, for one reason or another, 
you just can’t get statistical evi 
dence of the effectiveness of tests, 
you must go ahead with consider 
able reliance on “professional 
judgment.”’ Because the interpre- 
tation of test findings collected un- 
der these conditions depends so 
largely on assumptions and_ in 
ferences, a certain amount of un 
predictable risk is involved. You 
can go ahead only by exercising 
yreat caution, 

When using tests that have not 
been checked against the actual 
job situation, first make a system- 
atic analysis of a_ detailed job 
description. Note those elements of 
the job that are critical to satis 
factory performance, Then select, 
from the large number of existing 
tests, those which purport to meas 
ure each of the critical factors 
These make up your battery. 

The psychologist operating in 
these conditions will examine the 
test scores carefully, and from his 
knowledge of the theoretical evi- 
dence for each of the tests used, 
he will interpret the applicant's 
scores in relation to the factors 
assumed to underlie job success 
The process is orderly and logical 
in its approach to the prediction of 
job performance, but there is no 
tatistical evidence for its validity 
In any given situation 

At Hamilton, this approach is 
limited to applicants for manage 
rial or administrative positions 
such as manager of sales promo 
tion, assistant director of public re 
lations, or market research analyst 
to name a few actual jobs filled re 
cently in this manner, These test 
batteries contain at least two in 


telligence tests. One of these is 


usually a verbal test, while the 
other is nonverbal. In addition, the 
candidate is given appropriate 
achievement and_ special ability 
tests, an inventory of vocational 
interests, and one or more meas 
ures of personality. 

A detailed biographic interview 
is included, in addition to these 
tests, which has three main pur 
It helps to appraise atti 
tudes, to corroborate test findings 
and to obtain the specific infor 
mation on training and job ex- 
perience. Whenever it seems called 
for, medical examinations, credit 
investigations, and contacts with 
previous employers may also be 
used. Put all together, this gives a 
good picture of the whole man, and 
can serve as the basis for a pre 


pe SES 


diction of success 

Hamilton started to give psy 
chological tests to job applicants 
back in the early 1930's, making 
it one of the first companies to 
adopt this scientific method of per 
sonnel selection. While it original 
ly started with the selection of 
factory workers, the program has 
expanded to include clerical em 
ployees, technical and sales per 
sonnel, first-line supervisors and 
in some instances, higher manage 
ment personnel. 

Personnel testing, 
not the whole story when it comes 
to hiring at Hamilton. Applicants 
for production-level jobs, for ex 
ample, are given a_ preliminary 
interview by the employment sec- 
tion before being admitted to the 
testing stage. If they qualify, thei: 
references are checked routinely 
and they are interviewed by the 
specific supervisor for that job. All 
the information is considered it 
making the decision whether to 
hire or not. 

For applicants for higher job 
levels, more time is spent on col 
lecting both biographical and test 
data, but it is still a well-rounded 
picture that is desired. The test 
findings do not replace the regu 
larly collected information, but 
supplement it. 

The tests, at all levels, are given 
by a psychometrist, a member of 
the personnel research section. A 


however, is 


special room has been set aside 
for testing. Eight applicants can 
be tested at once, and two test ses 
sions a day are held--one in the 
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morning and the other in the after- not given, fi it is impossible t t test. This is usually an un 
noon. Each session lasts between obtain an adequate pictul wit tin paper-and-pencil test of the 
144 and 2!» hours, depending upor out co-operatior Act \ \ questionnaire variety. It is often a 
the number of tests in that par few applicants 1 se 1 ontil urprising contrast to the mental 
ticular battery. with the test picture applicants have built uy 
But before being given any tests Neverthele: sts 
each applicant is told about the anxiety which would affect of the first tests given ay 
tests, why they are used, and why I t is is overcom \ plicar for almost all production 
they will benefit both the applicant an easy air of informality obs, is that for vision. Many of the 
and the company. If there is a feel plicant is w mer con obs in a watch factory make higl 
ing of unwillingness, the tests are fortably at a tab ind gi demands on this faculty. If an ay 
cant fails to meet the minimun 
il standards, he is automati 


© ° ly rejected for production work 

Carts Speed Kodak Mail Service A nggench gh anpsc cogs 
of course, go to his owt 
optometrist or oculist to see if this 

fault can be corrected, and is per 

mitted to take the test apain 

Those who pass the visual require 
ment go on to take the othe 

tests in the battery for their par 

ticular jobs 

Most of the tests used at Hamil 

are purchased from test pub 

her but a few have beer 

eloped to meet the watch in 
particular needs, One of 

is a sorting board which wa 

igned to measure a combinatior 

manual dexterity and form pet 

ception abilities required by 

of the inspection job 

applicant is given a square 

board, Across the top are 10 watel 

part cemented to the board. h 

+e ; a tray running along the botton 
2800te- — - the board are 100 loose part 
Pd of each of the samples. The 10 


- * fall naturally into five 
Eee — 
9 whose members are almost 


—_- . ul ol quite alike. The ipplicant 


NI the difference betwee! 
of the palr and then asked 
out the 100° loose part 
The top rack is for mail being delivered; the bottom is for mail pickups ing each under its model. The 


Mail girls at the Kodak office building prepare to start on their rounds 


both the peed 
ind accuracy of performance 
yp toon carts for pickup and on to tl mail pg of actual part taker 
delivery of mail are providing n nol n ( in 1 lirectly from the production line 
improved all-around mail service at Ci li mit julpgoing nulates rather closely the kind 
Eastman Kodak Company’s general! mi ompat ! " 1 obs for which it is being used 
offices in Rochester, N. Y Cal 1 wilt lect employee 
Nearly one-half million pieces of h hi also helped to 1 coring has been worked out t 
intracompany mail and incoming vreatly the numb of lal trip ten © that all of the result 
and outgoing post office mail (ex ( i aarticuli artiment I available within a few 
cluding parcel post) are handled hi mailing xtraordit the end of the test 
each month by these offices we! r ing it p ' perio a matter f priv 
The lightweight mail carts le to! I numb of regu ipl f ‘ ns that the appli 
which recently replaced the leathe: li nail ti da day ant wi Al Vi more that 
mailbags worn with a long leather The cat isil j i ) ull hie 
strap over the shoulder, enable mail . ane 6 difficulty ee! ld that ‘Ww ioned lates 
girls to handle a greater volume x ced in rolling them on or nd a ( O Wi The appli 
of mail and with greater conver ’ ol d through aisl nt al ! ] vo back 
ience than under the old systen off or ¢ r departn t I { original placement 
The amount of mail that former ri ised | mall ing eV Vho considers the 
ly could be carried was limited delivered; 1 bottom rack j Its and the other inform: 
because of the relatively small size mail pickup is, and arrives at a conclu 
of the mail pouch and, of course Needle t t mail girl to the probable job succes 
because a particularly heavy de themselves | the new mail Although the employmet 


livery or pickup of mail might be ice systen Continued on page 31 
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fiut the Ouitomati, Caleudaton, the Thinking Machine of (merican. 





Buusimess... then the Natural Way 10- Rey Adding Wachkive... ond nour 


+ drain, nasa chapin athe fast mow Erion Stock Story 


Here ts office evolution the Friden Street way 
automatization that’s practical (and affordable) right now, 
in your office. Is accomplished with IDP punched tape. 
Today even small and medium-size businesses are adopting 
this astonishing “no hands” technique. It simplifies 
complex routines. It eliminates human errors. It reduces 
time costs hugely. IDP is Integrated Data Processing. 
It is one automatic Friden office machine talking to another 
...and another and another...in a code language 
common to them all... from data origination and 
interpretation to final filing. Friden is the leader in this 
evolutionary era of office efficiency because Friden creates 
the Tape-Talk machines that make possible the new 
automated systems. Installed one at a time or progressively, 
each machine quickly pays for itself. 


ROCHESTER, N.Y., SUBSIDIARY 
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10-key adding and listing machine with tape 
rechanisn A key I the Add-Punch 
writes’’ punched tape while printing on adding machine is the essential programmer in many IDP systems 
Operating alone or in combination with other automatic 


The punched tape cé be interpreted by other 
performs more steps 


equipped machine Typical Add-Punch fume machines, this famed Calculator 


ly 
in figure-work without operator decisions than any other 


faltie| males sellal melma te lit 1 T Lickwr lel em elaelelel: 


Tal caheela’ yntrol oding statistical data calculating machine ever developed 


FRiDEN Tare-TaLk machines described 
briefly here are representative of many 
more units which can be integrated for 
specialized data processing. Whatever 
your problem, ask Friden! 

Typical job routines Friden Tape -Talk 
machines process automatically include: 


Invoices, sales orders, shipment mani- , ‘oa 


fests, inspection reports, time cards, 
package tags and tickets. F seidow| I | per 


To see for yourself how Friden IDP 


' 
works—beginning with the famed Friden is an IDP machine combining automat 


automat alculating. Equipped 


Calculator and Adding Machine —call 

: | F ° | : punch and reader, it interpret ir 
your near ry riden age ney or write betical and numerical data. Produce 
FRIDEN CALCULATING Macuine Co., machines to transfer data to punched 


INC.. San Leandro. California _ sales. ing records; or data may be sent by wire 
The Friden Computyper is widely used to 


instruction and service throughout the ing, inventory, cost analysis, sale 
U. S. and world. other typing computing operations 


ses to 
; typed on 
also repro 
an then be 


Tape-Talk mi 
10-key patented keyboard, Visible Check window 
aay »s accuracy. Models available with or without automatic 
step-over of multit and. Specialized extensions and 


Tal 
the 
adaptations of the Friden Adding Machine actuate tape 
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An applicant for engineering posi 


tion fills out an application blank 


The interviewer wants other offices 


to receive copies of the application 


He hands his secretary the form and 


requests that Verifax copies be made 


inserts the 


The Verifax 


application in the 


operator 


office's Copier 


28 





Homemade de Do Yob / 


Hie recent labor dispute which 
T hut down Cleveland news- 
papers for a number of weeks had 
a serious effect on employment 
agencies in that area. It deprived 
them of their main source of com- 
unication with prospective em- 
ployee the classified section of 
the daily paper 

At one of these firms, Ray E 
Hibbs & Associates, Inc., the an 
wer was to print thousands of 
circulars describing available jobs 
and to distribute these throwaways 
in the streets of Cleveland. Copy 
did not speak mundanely of job 
openings. Rather, it sought to pro 
mote the job and to create interest 
for the job on the part of the 
reader. The entire printing job was 
accomplished in a few hours by a 
small office duplicator which pro 
duced the printed material from 
paper offset 
firm’s photocopying unit 

tay kX. Hibbs & Associates, Inc 


Which opened in 1949, is the larg 


plates made on the 


est employment agency in Ohio 
and one of the largest in the coun- 
try. To date, the agency has three 
placement offices, as well as the 
main office in Toledo and another 
oflice in Cleveland, It i 


the most progressive, as seen by 


also one of 


the many awards received by the 
agency from the National Employ 
ment Board, the leading trade a 
sociation in the field. At the last 
two N. E. B. conventions, for ex 
ample, the Memorial Award was 
presented to the Hibbs firm 
Before he decided to go out on 
Hibbs, the author 
of five books on job evaluation, was 


his own, Ray FE 


a management consultant who spe 
cialized in job evaluation methods 
and time-study program 

avency a diversity of 


At the 


Minutes later, nine clean, clear 


copies are given to the secretary 


material is copied by placing the 
original copy and a light-sensitive 
matrix into the photocopier. The 
end products are a photo-exact, dry 
copy plus the matrix which has 
been re-used by the agency as 
many as eight times to yield that 
many extra coples 

Needless to say, that number of 
copies was hardly adequate in sup 
plying vendors in 
paperless Cleveland. Nor is that 
number when making 


copies of the 48 forms used by the 


street news- 


enough 


Hibbs organization. This need for 
larger runs prompted the purchase 
of an office offset machine 
Producing offset 
photocopying involves 
of the light-sensitive 


plates Vila 

preparation 
matrix used 
in conventional photocopying. The 
image on the matrix is then trans 
ferred directly onto a_ specially 
treated paper which is used in the 
duplicating 
anywhere from 50 to 10.000 copies 


machine to produce 


On job resumes, the photocopie 
is used for both long and _ short 
runs. Mr. Hibbs explain 
ing as we do in Cleveland and 


Operat 


Toledo, we can put our entire or 
ganization to work on any job ap 
plication or resume we_ receive 
without delay, and without the 
long copying job that would other 
wise be necessary simply by mak 
ing aS many as nine copies with 
our Verifax Copie) 

“In the case of resumes which 
we wish to distribute on a wider 
basis, we use the copier to produce 
a master plate for our offset ma 
chine, and thus we can send out 


large quantities of resumes with a 


minimum of time and expense 

Mr. Hibbs adds that the paper 
offset plates used on the duplicato 
make up to 10,000 copie 


A staff member uses her copy during 
a talk with a prospective employer 
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Fre 


less than 20 minutes to di 
“all-day rety] ! jot 


Takes a secretary 


€: 
Wi Pask 
» =o 


Takes a boss 


tt} ' { 
tthe T 


a 


Kodaks new Verifax Signet Copier 
quickly pays for itself 


even in the ‘‘one man” office 


Only $148 ... that’s an unheard-of low price 
at ottice COpicl 
Veritax Copier which dos Ss 


COpe of ordinar’ office COPIES 


See all the extras the Verifax Signet 
gives you at a new low cost— 


Makes 5 copies in | minute for 2'2¢ each. 
Nothing is ever left out on Verifax ¢« 
oto-exact from letterhead to si ature 

ly important when you're cop 


Photo-lasting. Veritax copir 
er hesit ire as long lasting a 


Easy to read, handle, file. \V« 
look wma te | t tire letterhye id p per 


Signet makes copies on preprinted office forms 


ra tock na tilt indi on bot! icle 1 ¢ t 


Makes a translucent “whiteprint” maste 


irect-proce id blueprint mach 


Makes an offset plate in I minute for 


vhen low-cost idapter i ed 


Your savings the very first 
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\n incredibly lou price to 


SO TATA iob bevonad the 


ev letters without 


| quiets 


Get all the facts on the Signet. Free folder deseril» 
rkhable SIAS « pier fetal ives facts, too. on 
leto ling { Ver { hel ()y ‘ i touch vith 


rit 


-———-——-—- — MAIL COUPON _ TODAY— — — — 
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Iry this one for 
size... style... value 


It’s the pace-setting 
DAZOR Flexible-Arm 
Fluorescent Desk Lamp 


You have some questions about desk lamps, whether you 
are Choosing your own or equipping a large office. For 
example, will this Dazor do a thorough lighting job? Yes; 
it’s a big two-tube fluorescent with a 20'-inch reflector. Each 
user locates the light where desired—8 to 14 inches above 
the work area—by means of the twin Flexible Arms. 


How about style? The lamp’s modern design speaks for itself, 
and you have an option of four decorator colors. Value? 
Dazor's Model 1000 is often described as “a lot of lamp for 
the money.” It’s the standout in the popular-price range. 
Authorized Dazor Distributors and their Dealers are also 
showing five brand-new incandescent models. Call your sup- 
plier soon, won't you? Dazor Manufacturing ¢ orp., 4481-87 
Duncan Ave., St. Louis 10, Mo. In Canada: Amalgamated 


Electric ¢ orporation Ltd., Toronto 6, Ont. 


ANOTHER QUALITY FIXTURE 
BY THE MAKERS OF 


PazoR FLOATING LAMp, 


FEU ORES Ce KH I [INCANDESCENT 


() 








Model 1000 takes two 
18 15-watt tubes. The 
finish is statuary- 
bronze baked enamel 
over bonderizing. On 
special order—gray, 
frost-green or frost 
tan. Patented and 
patents applied for. 





Do You Prefer Incandescents? 


New Executive-Type 
DAZORS are Air-Cooled 


This Dazor Swing-Arm Model 1056 pairs 
high style with diffused indirect lighting. I he 
shade is never hot because it Crowns a con- 
cealed reflector with an air passage between. 
binish is frost-green, combined with bras 


On special order—frost-tan with brass, 


Unrestricted placement of high-inte 
lighting and a compact, cool reflector 
features of Dazor's bloatine-Arm Model 1057 
Arm extension is 21 inches. Frost-green 


finish. On special order—frost-tan, 


A MERICAD 





How Hamilton Watch Uses Psychologists 


ont 


tweed from page 


viewers are familiar with variou 
test batteries, they do not discuss 
any test results with the job ap 
plicants If somebody is elimi 
nated from further consideratio1 
because of unsatisfactory test 
findings, he is merely informed 
that his qualifications do not meet ! net d if j y program to ensure 
the job requirements as closely a daditioni ! Ing ( Hamilton will h eg ialified 
do those of other applicant vantas realizes , if to fill managerial positions as the 
The condition of the labor mat personne] ion i available Assigning the 
ket at any given time has a definite would y lost if “ 1 esponsibility for h a progran 
effect on the number and calibe: ) hi kind of | l I i psychological gz lot a 
of applicants coming into the pet ployee-training pl fetched as it mig! eem) fi 
sonnel department, especially for who hi management development afte 
factory-level jobs. When the sup \ , nd \ ined i made up f performances 
ply of available labor is limited al ! 5 api evaluation plu in inventory I 
the quality of applicants tends to ! go it { ct i nanagement needs plus the au 
he poore! Under these adverse ! Th | Ol ( ng and the development of preset 
conditions, it may become nece 2 Z adm} | ol pres etlicien 
ary to relax one’s standards some \ mi arn l I n ele 
What. Under these circumstance , , aluatio ro younger met ) potentia 
test results become more a_ tool he | ( agerial abilit And all of 
for placement than selection orn ! lich " fall within ¢) irene ! 
Training, performance evalua mple orn ection 
tion, and counseling all some ltot whe distinet 1 Hamiltos 
what related to personnel selection mi i t rr nne roy nois the addition 
and placement are functions that ei new blood 
have been assigned to the person eacl mpl V fort orm of your 
nel research section. An employee ance is te apprai 1 ve praduate 
may have excellent aptitude for a independently onfides rn colleges and 
certain job, but unless he is care by at least tw omp rse ited each pris 
fully and systematically trained hese report retul oO 1 i small pre 
for that job, it is quite probable ’ rch ie ol who meet 
that he will not perform at hi: pe ! . al al | I ry cademik requiren 
tential level iability bef ing 1] Graduate 
The training specialist on the n to bei The entire 
ompany personnel research staff | n recruiting 
\lbert J. Mathews, holds a degree CO! | forn ( ilt © the initial 
in industrial education and has a tir » ft : dou ordinated by 
thorough knowledge of the Hamil 
lon organization its products, it 
manufacturing equipment and 
processes, and its personnel, It i 
his responsibility to plan and co 
rdinate the training and develop 
ment of all employee whether 
they are being trained for a repeti 
e production job or are being 
leveloped for an eventual manage 
nt position. Many kinds of trai: 
rograms, USINZD a ariety of 
ional methods, are developed 
both individual and grouy 
eed The program covet hot 
an and new employee 
raining should be gi 
ind before de 
progran 
need hould be 
Training need 
ined from performance ¢ 
lation production records, inte! 


iew with employee rievane 
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Swap 60 seconds for an idea 





that may save your company thousands of dollars? 





We'd like to show you how a great many 
leading companies have improved their 
communications and pocketed sizable savings 
with P-A-X- the “‘inside’”’ business 


telephone system 


P-A-X keeps your present switchboard and 
phones free for outside calls. Lets you make 
inside calls in a flash—OVER YOUR OWN 
PRIVATE TELEPHONE SYSTEM. Sharply 


cuts telephone operating costs. 


Top firms in all industries save time 

and money with P-A-X—in fact, they tell us 
they’d be in a jam without it. See for yourself. Let 
us send you an interesting Case History File 

that gives facts and figures. Write: Automatic 
Electric Sales Corporation, 1033 W. Van Buren 
Street, Chicago 7, Ill. Jn Canada: Automatic 
Electric Sales (Canada) Ltd., 185 Bartley 

Drive, Toronto. Offices in principal cities. 


GB vax-- 


AUTOMATIC. ELECTRIC Ig 


Originators of the dial telephone + Pioneers in automatic contro 
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In-Plant Feeding Programs 


How Much Does a Meal Cost? 


Enough Seats 








Cafeteria Supervision 





Chef-managers cent 
Business managers cent 


Food service and 


preparation managers cent 


Cafeteria managers cent 


Cafeteria stewards cent 


Dietitians cent 




















Types of In-plant Feeding, How Operated, and Results 








ompany Administered 





Company cafeterias 50 per cent 37.5 


Average 


profit per year $13,368 loss $20,1 80 loss 


Meals a day 


A verage 




















aCCOT! 


ided 


‘ 





Typical Week's Main Dishes 


(Side dishes and sandwiche: 





Monday Breaded pork chop 

Scalloped hamburge 

Tuesday Roast turkey with dress 
Potato pancakes witt 
Wednesday | Stuffed pepper: 

Baked beans wit! 

Thursday Fried liver and bacor 

Meat ravioli with tomat 

Friday Shrimp chow mein wit! oodle 


Fried codfist cake vit spaghett 

















Kan r 
Si pi 
rg inde < 


6 ‘ 


completes 


mate 
ty 


: 


Copies from any color * Sizes to 26” wide *« 100% accurate * Makes quality prints * Reproduces everything 
Full copy paper line * Trouble free * Long print life * National service and supply « Rigid prints for easy filing 


Widest choice of models *¢ All types of records * One or both sides 


There is no limit to the copying vel 
TRANSCOPY. All of the most wanted ft: 


om ; : e i / 7 
modern photocopying have been included. TRA emungor. 


° ViSt oF §$ co c 
COPY reproduces everything on bound o { 2 Di NM F PERRY RAND OR PORATION 


OPP eee eee eee eee eee eee eee eee eee ere eee 


° > Room 1250,315 Fourth Ave., New York 10, N.Y 

sheet records... Stamps, seals, signatur [ ; 
; : ao ’ f e that lhave the free detailed booklet (P40! 

written or drawn impressions and copies from at ° ; 
color. Copies are produced on transparent pay 
or film, duplex paper (two sides), car 
glossy paper and colored paper Ik 
prints are quality prints having long ene itis 
clarity as good and often better than the 


Cee ee eee 


February 1957 





trated lectures, instructional films, 
human relations problems, reports 
on assigned readings, and discus- 
sions of Harvard case studies. An 
information test is then given at 
the end of the Seminar to appraise 
the trainees’ knowledge of the com 
pany. Following the Seminar, each 
trainee is placed on an individual 
training plan running from three 
to six months. This second phase 
of training consists primarily of 
working on special projects in the 
various departments which he 
should know more about if he is to 
perform effectively. 

All of the assignments described 
here are performed widely within 
American industry, and just about 
every company has somebody per 
forming each of them. But it is 
rare that they are considered part 
of the responsibility of a group 
headed by a professional psychol 
ogist. But this kind of specialist 
with his ability to look into human 
nature, to take an objective stand 
related to a situation is effective 
in these tasks, related as they are 
His removal from the main line of 
production is an additional advan 
tage, since it gives him a position 
somewhat on the sidelines, from 
which he can operate without 
arousing threats and antagonisms 

At Hamilton they have learned 
that these tasks, which must be 
handled by somebody within the 
organization, can be handled _ effi- 
ciently by its group of psychologi- 
eally trained men and women. 
Here, in a medium-sized company, 
there is a small, closely knit staff 
with specialized training in psy- 
chology and education, When this 
knowledge and these methods are 
integrated and brought to bear on 
important personnel problems, the 
group can well pay for itself. It is 
evidence that size alone is not a 
determining factor in the efficient 
use of specialists 


Estate Planning 


(Continued from page 15 


the disposition of your franchise, 
nor can you plan the sale of his 
property. You are ac 
quainted with the character and 
requirements of the franchise and 
the dealer is acquainted with the 
details and individual needs of the 
business. 

Through estate planning, both 
of you can assure your mutual 
wishes being carried out” that 
your dealer's family will be a: 


business 


3S 





sured of a safe and adequate price 
for his business, and that your 
dealership franchise will be con- 
tinued to provide the sales outlet 
your company needs. 

Perhaps the big reason a man 
delays writing his will is that he 
has never given any thought either 
to dying (and simply hasn’t any 
specific idea of how he wants his 
estate distributed) or what could 
happen to his business in this 
event. It does take thinking and 
planning, but it is well worth the 
peace of mind and knowledge 
that a man’s family will be pro- 
vided for as intended. As a result, 
moreover, he will often realize an 
immediate tangible benefit of in- 
creased net income while still alive. 

If your business depends upon 
another man’s business, you will 


have to think and plan together so 
that you both may enjoy this peace 
of mind. 

Evaluating your plans and 
adapting them to the various Fed- 
eral and State laws demands ex- 
perienced judgment and technical 
skill. Review them with your 
lawyer, your life underwriter, the 
trust officer at your bank, your ac- 
countant, and anyone else upon 
whom you rely for financial advice. 

Once you have made up you! 
mind what would be best from 
your company’s point of view, dis 
cuss your plans with your dealers 
and apply those plans to the indi 
vidual dealership situations, 

Thoughtful planning now can 
prevent serious problems for your 
business in the future. The time to 
plan is today! 


Buick Develops Test to Find Salesmen 


Party-goers and ex-athletes do 
not necessarily make topflight 
salesmen, according to the chief 
sales executive of the Nation's 
third largest automobile company. 

“They may have other attributes 
which outweigh personal 
characteristics,” says Albert H. 
Belfie, general sales manager of 
Buick, ‘but results of a two-yeat 
study of what makes a good car 
salesman show such factors have 
bearing as a_ general 


those 


no direct 

rule.” 
Buick has developed a sales ques- 

tionnaire in co-operation with Gen- 


Research Builds 


(Continued from page 1 


while it’s still rather small-—we 
spend some money on what we Call 
a market survey. The company has 
people trained in market survey 
who attempt to find out just what 
the market potential is, and 
whether the profit possibilities 
justify the investment required to 
develop the product and market 
it. It’s difficult to answer these 
questions precisely, but a survey 
of this kind gives management a 
pretty reliable idea of what the 
prospects are. 

Sometimes the answer you get 
is very surprising it may be very 
discouraging or it may be highly 
encouraging. Once a_ product is 
ready for the market, our sales- 


people do a great many things 


eral Motors Institute. It is offering 
the questionnaire as a specific aid 
for dealers in identifying appli- 
cants with high potential for suc- 
cess at selling cars. 

“We don’t say this test is infal- 
lible. It’s possible for a man to 
score high and still not be a top 
salesman, and vice versa. But 
statistics on a total sampling of 
over 2,000 salesmen show that 
more than 75 per cent of the men 
who make high scores will be top 
salesmen, and that only about 35 
per cent who score low will be top 
salesmen,” stated Mr. Belfie 


3M’s Future 


which I don’t understand, and 
I don’t wish to comment on these 


WHITMORE: Do you place much 
importance upon suggestions from 
customers, users, dealers, and what 
SOE conipante » «© onside 7 outside 
clinics? Do you ever get a good 
improvement idea from any of 


those categories? 


Dr. MILLER: Well, that’s 
hard to answer. A raw idea isn’t 
worth nearly as much as the pub 
lic thinks. Management, in passing 
judgment, needs an idea which has 
been properly evaluated in terms 
of the market, the materials neces- 
sary to do it and, perhaps most im- 
portant, evidence that the idea will 
really work. That's the idea which 


pretty 
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is valuable. Every research man Dr. MILL till another irance companie totaled 
has a hundred ideas that pass point that should ne nore than $19 million, More im 
through his mind for every one talking about administering a | wortant, however, is that unre 
that proves of value. When an out search progran he c mach orted—or, in other words, unin 
sider comes to us with an idea, he happens to be j lat red-—losses for that year were 
might think it’s worth a lot; but off. But for ry 1 al ne estimated at a_ staggering $400 
unless he’s done a lot of thinking that le: to a commere million! 

on it, and perhaps a little bit of cessful pro re j many Why, it may be asked, are there 
experimenting, we don't ordinarily other proje which met ol » few insured losses in compari 
think much of it tribute to our knovy f ina vive on with the total number of losses 


: : field uffered through employee dis 
WHITMORE: You mentioned, Dr 


Miller, that 83M normally conducts 
a test marketing program to learn outsider ring , os employee 
among other things, if there is a thinks has ores ‘ tis — Most 
public feeling of need for the prod 
uct you are developing. In the case 
of Thermo-Faz, as I understand it, 
you actually spent considerable 


So you ” \ \ honesty? Why don't more em 
times seem an ployers bond the honesty of thei 


{ insurance men are inclined 
taking full ad f our to accept the theory that employer: 
perience t ll poor ideas ; ire just naturally apathetic toward 
outset, we still are able to evidencing a mistrust of their em 
only a mall percentage of ployees A good many employer: 


t 3 , , 
ime and 3M money on the project project o a successful conclusi feel that bonding their people 


f 
before beginning that test marke By that f course I mear 2 would be tantamount to question 


. . d 
ing program: point where they actually beco ing their honesty. Looking at it 


Dr. Miter: Yes. I first began to profit-earning membet of ou bjectively, of course, the bonding 


putter with the idea in my free family of product of employees can no more be in 
time in 1939, and it became my ative of mistrust than buying 
principal assignment in 1944. By 
that time, I had satisfied myself of fire will occur 

its technical feasibility, and we Slow Horse Practically speaking, an em 
had arrived at most of the impor ployer today cannot afford to place 
tant principles which are incor 
porated in our present paper and 
machines. But it was not until 
1948 that we made our first at ized = business today, an em 


tempt at surveying the market and wot I — ' ployer has enough on his hands to 


maintain his place in our highly 


insurance is proof, per se, that 


i blind trust in the honesty of hi 
orket With the high mo 
talit rate of small- and medium 


' wife had loped a pronounced 
WHITMORE: And what did that : . 


, 


allergy to the nearby bank wher mpetitive ystem without al 


shou issuming the risk of underwriting 


the agency was to deposit Yankee ; 
De Musee: Our survey was vers ticket receipt Further checking his employees’ honesty. The [nsw 
: ‘ ance Ingest report that “43 pel 
spotty and our information was disclosed that the ticket manage fall | ft 
scanty. We did feel that we had recently acquired bride had no it reno 7 ! lit | odie “<7 000 
found an expression of need for a herent dislike for mink coat insured fidelity losses over 3 
a ; , fail immediately and = further 
simple copying process, and I em diamonds and y i \ entral 


hasize the word “simple.” Park apartment DIO a 
P . : ord ipl week oer things of Iife are ii fail within the next three 


WHITMORE: But you had actually hard wing. So the ticket mar 
worked on the machine for several age} gan dipping into Yankee 


nother 53 per cent suffering such 


al 
ot all embezzlements are com 


years before you had any kind of fund mitted by employee in money 


assurance that there was public His ethod , , imple handling positions. Take the case 
recognition of a need for it. Througho he 1 imply of “the laziest man in the world 
Dr. MILLER: Yes. And even though — - : a 0 ne : { ng Poe ' ge oe 
ticket re Ther he ory of a highly inactive 

wrated at eed, we’ sttt'haa UNC before the regular year-end miter reader for a power compan 
, inventory at manage ne winter he decided to stay close 

agar ae ee ae | promisec » number of his hearth, dreaming up meter 

; , - , , ’ ‘ ’ ; 7 

a machine until 1949; and while sien et “ ind ¥ ‘s — ot tig png prey <p 
ves acaeek dant saa ach make goo ] mbezzlemet Tl nonin but, as time wore on, the 
further into the hole each month a rng Buen , Huw mmost of 0 pes d 
The first month in which we ac comp ian ae as ier ~~ cent rch oniglceroaes ni 
tually showed a small profit- for ; a ae sonetaecnd stiles aime Mie fel Cae Dowel 
the month only -was March 1954 ‘ i i ks Davie company had his readings checked 
That was nearly 15 years after I i dilieeatihiien. Gti dais 
first had my brain storm, and by , on Gchmuniindiie Ghat the vant 
that time the company accountant: Ps ; . 
showed the project to be just about . 4 -— aa ze ps ) honest and dependable—but 
a million dollars in the red Sagat eae ne k toe . t ware 


made the fatal error of undet 


of employees are, by na 


one dishonest em 


WHITMORE: You have certainly ( )! y that yee to cause almost irreparable 
t ( y otherwise astute 


dramatized some of the problems 


of turning a good idea into a e been ruined be 


project haphazard “pentle 
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men avreement”’ with their em 
ployees in the matter of honesty 
Other employers rely too strongly 
on the infallibility of their account 
ing and auditing systems 

The fact is that no accounting 
ystern, however thorough and in 
abolish embezzling 
however frequent 


tricate can 
And no audit 
Will unerringly expose the cleverly 
concealed defalcation, Often, in the 
course of a routine auditing of a 
firm's books, frauds are exposed 
hut in some cases embezzlement: 
are started and continue undetected 
through annual, semi 
annual, and even quarterly audit: 
Ikimbezzlements are attempted 
and often carried off successfully 
in many devious ways. One em 


several 


ployee takes cash and falsifies the 
record Another 
dise, sells it, and pockets the pro 
Other: 

maintain extra sets of 
stage fake holdups, fail to 
credit cash payments, pay fictitious 


steals merchan 
ceeds forge checks, pad 
payroll 
hooks 
customers, or raise checks and in 
voices after payment 

While some embezzlements in 
volve carefully planned as well as 
cleverly executed defalcations, the 
majority are simple thefts that 
might succeed largely because of 
their simplicity 
in the story of the factory worke 
who walked out of the plant every 
night pushing a wheelbarrow filled 
with straw. Each night the gate 
attendant dug into the straw 
earching for merchandise the 
worker might be attempting to 
pirit out of the factory. But each 
night he failed to come up with 
any contraband. One night, exas 
perated, he demanded to know 
just What it was that the worker 
thought he could get) past him 
“Wheelbarrows,” replied the re 
ourceful worker 

The qualities a man needs to 
qualify for a position of trust: in 
exactly the same 


much the same as 


your firm are 
qualities needed to be an embez 
Zier, You have to trust a man be 
fore he can embezzle from you! 
Therefore, it is the obligation of 
every employer to provide sufficient 
supervision and controls to help 
the weak put aside temptation. No 
operation should ever be under the 
complete control of one individual 

Fidelity bonds remain the best 
way to discourage internal crimes 
and to compensate for loss in the 
event they do occur. No employe 
need feel that he is mistrusting his 
employees by bonding them; on the 
contrary, he is doing them a serv 
ice by doing his utmost to remove 
temptation 
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Making Want Ads Pay Off 


Continued from page 


At Rheem, we listed the thing 
we had to offer. It came out about 
like this: 

1. Controlled expansion meant 
stability, constantly increasing op- 
portunities for advancement and 
professional growth, plus a chance 
to help build your own “team.’ 

2. Rheem's wage structure was 
fully in keeping with the better 
end of the prevailing structure. In 
return, we hired only men who 
were up to our standard-—-men 
who would strive to maintain our 
high standards. 

3. Most of the projects in the 
laboratory were interesting, fre- 
quently pushing beyond the bor 
ders of “the state of the art.” 
These equip 
ment 


included automatic 
transistor projects, elec- 
tronic control systems and so 


forth 


1. Our Downey location was out 


of the Los Angeles traffic, 
more minutes at home and less 


meaning 


nerve strain. 

5. In spite of the size of the 
Rheem Manufacturing Company, 
each division operates with free 
dom comparable to that enjoyed 
by small organizations. This means 
assurance of recognition and ap 
preciation for a job well done. 

When we tell men about these 
things—-things that affect thei: 
own lives—-we get results. That is 
the answer to writing effective ad 
vertising. Tell the man _ about 
things that are important to him 
Expect him to be_ intelligent 
enough to evaluate your promises 
and statements. The class of man 
you want will appreciate it and 
will, at least, give you a chance 
to talk to him 


Profile of a Russian 


Continued from page 22 


Qn the routine end, everything 
functioned smoothly. Schedules 
were well organized and carefully 
planned and the time for each 
sightseeing visit had been well 
budgeted. The bus drivers were 
skillful and efficient; the guides 
were courteous, polite, and help 
ful. Our executive was _ officious 
but generally with a smile. Never 
theless, he made certain that every 
one knew he was in command by 
barking his orders to his under- 
lings with the snap and precision 
of a quarterback calling signals 
on a pro football team 

But on the customer and public 
relations level he was, by our 
standards, inept. For instance 

1. Hotel reservations were mag 
nificently snarled. There had beer 
plenty of advance notice about our 
arrival, the number of rooms that 
would be required, the number of 
children in the party, and so forth. 
Although the best plans will often 
go wrong, when an emergency 
arises, a good executive can usual- 
ly meet it. 

Our Russian friend could not. 
We were left to mill around a cold 
lobby, with neither a hot cup of 
coffee nor a kind word of explana- 


tion, for several hours until the 
mess was straightened out. It gave 
us a terrible first impression of 
Moscow 

2. After 
tickets would be secured for the 
ballet performances, we were told 
at the last moment they were un 
available 

3. With a great deal of pride we 
were told we would receive 25 
rubles a day per person allowance 
while in Russia. We finally received 
half the money on the last day of 
our stay -and then only after some 
determined heckling. If they hadn't 
brought the subject up in the first 
place, no one would have cared 
That's a 
learn early 
unless you're prepared to deliver 

1. Our 
played almost a total lack of tact 
diplomacy, and 
Orders he could give, but never 
reasons or explanations, 

Perhaps most interesting of all 
was to see how American business 


having been assured 


lesson most executives 
never promise money 


Russian boss man dis 


understanding 


executives reacted to the Soviet 
treatment. Faced with peremptory 
orders, a total disregard for their 
personal feelings or desires, a high 
handed — officiousness men who 
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would threaten to ‘call Washing 
ton” if the same thing happened 
in the United States, suddenly be 
came as docile and well-behaved 
as schoolchildren with a 
instructor. 

They would suddenly realize that 
there was no one to call. Suddenly 
all the stories about Siberia, mys 
disappearances, and the 
knowledge that they were a long 
way from home, eliminated the 
fight and aggressiveness that dis 
tinguish a top executive. We all 
realized that, for the first time in 
our lives, we were in a situation 


martinet 


terious 


that was foreign 1 anything we 
had know! we objected whet 
the pressures were strong enough 
but by 

decisions from t al 


and accepted the 
execu 
tive with t niability of cattle 
responding to OW gpuldance 
We realize in ind 

other I 
while we 


time 


tions imp 


we could complain about 


them ind t loud in 
nderful thing, eve 


when it only i olves the freedon 


public 


Freedom i 


Give Us Complete Records 


Continued from page 13 


ator, as she posts Invoices, enters 
the yards and eighths of yards 
purchased. We also maintain a 
perpetual inventory record for each 
plant; the source of entry for in 
coming merchandise is the delivery 
slip. At the end of the month 
deliveries made by eacy vendor 
must tie in exactly, to the eighth of 
a yard, with the total yardage for 
the month on that vendor's ledge: 
card. This gives us an absolute con 
trol over yards purchased, wherea 
previously we had no control at all 


Expense Accounts Payable 


Figure 4 gives the full 
of our expense accounts 
We have what is called an “im 
mediate pay” plan. This does not 
mean that we pay each invoice a 
that 
we pay it at the same time as we 
make the original entry. Invoice 
are saved until we are ready to pay 
them, and the whole thing is ther 
done in “one shot.” The remittance 
advice and check are written at the 
left, and the expense amount di 
tributed to the proper 
ledger card at the right. Notice that 
a “.00” proof in the final 
that the amount 


pi ture 
payable 


soon as it comes In; It mean 


‘ tp riNé 


there is 
column, showing 
vouchered was equal to the amount 
distributed. There is no year-to-date 
figure, as this would be of no in 
portance to us on expense 


What Kind of Volume? 


A single 
machine handles all of ou 
We have a peak 
merchandise bills a 
about 9,000 distribution 
checks to write; and 1,000 «¢ 


typewriter hookkee ping 
wor! 
average of 3,000 
month, with 
and 500 
x pense 
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bills, with 


700 checks to wi 


2.000 

In addition 
ame machine writes payroll ¢ 
le. The 


I since 


two weeks for 
roll forms ; not sh 


et 


0 peop 
IS a andi macnine etup 
The poi ild like t 
ve all other ] that 
right mechanized 
are able to hi complete 
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benefit 
OTONG SY 
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thinking 


hour 


Reading Habits of the 
Typical Businessman 


You can't shoot quail ae 
with a “POP” gun! 


rBBY ONE MACHINE WILL 
DO ALL YOUR COPYING 


hunter 


photo-copyists 
Copy Any Mark On Any Paper 
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Nongrowing Library 
Gets Increasing Use 


A chemist-turned-librarian take: 
pride in the fact that the size of 
her library is not likely to grow 
in number of volumes in the years 
ahead 

Mrs. Stella A. Dill, librarian for 
the pharmaceutical firm of Parke, 
Davis & Co., has available at all 
times the latest information on 
scientific research, 

“But any books or periodicals in 
our 24,000-volume library that are 
not used too frequently are dis 
posed of, primarily by distributing 
them to other libraries,” she points 
out 

In addition to keeping track of 
all books, Mrs. Dill and her staff of 
10 maintain a constant check of 
scientific work being done through 
out the world, and supply company 
scientists, executives, and sales 
personnel with answers to hun 
dreds of questions, personal and 
otherwise, 

The range of questions and re 
quests might include: What is the 
boiling point of methyl trichloro- 
acetate? What does a deer out of 
its natural habitat use for food”? 
What is the population of Wilkins 
burg, Pa.? Where was the battle 
of the Monitor and Merrimac 
fought? 

Mrs. Dill, a 1930 graduate in 
chemistry from Penn State Uni- 
versity, recently observed her 25th 
anniversary with the pharmaceu 
tical firm, more than half that 
time spent as librarian. 

Her policy of “no deadwood” 
among her books and periodicals 
requires disposing or storing of an 
estimated 1,000) publications an 
nually. The same number of new 
books and journals are acquired 
during that time 

She keeps tab on the world’s 
cientific pulse through 450 major 
publications received monthly 
These are reviewed by Mrs. Dill, 
her staff, and various specialists in 
the laboratory, and abstracts are 
written on those articles which 
might be of interest. In addition, 
abstracts from 4,500 other scien- 
tifle periodicals are received from 
organizations which provide thi 
ervice 

All abstracts are compiled and 
distributed in mimeographed form 
each week to approximately 760 
key Parke-Davis scientists and ex 
ecutives in this country and over 
seas. The full articles are sent to 
individuals on request 
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Mrs. Stella A. Dill is the head li- 
brarian for Parke, Davis & Company 


Despite the constant work of dis- 
carding volumes and adding 
others, the Parke-Davis library 
has some standard books dating 
hack to 1843. 

“These primarily are used by 
chemists, and the date of the first 
edition, you'll when 
chemistry really began,’ she ex- 
plains. ‘The books are essential to 
a chemist in tracing back to de- 
termine how some compound was 
made, and if a patent can be ap 
plied for.” 

Mrs. Dill, whose husband is a 
physician practicing in 
Pointe, Mich., doesn’t feel she lost 
out because her college-acquired 
talents were not fully used. She 
says the scope of her work has 
been so much broader than het 
college ambitions that she prefers 
her library work over any form of 
laboratory work. 


note, 1s 


Grosse 


Trains Technicians 
To Free Engineers 


To help alleviate the engineering 
shortage, a program to train young 
men as engineering technicians has 
been established by The Trane 
Company, air-conditioning and 
heating-equipment manufacturer, 
La Crosse, Wis. The company is 
sponsoring eight awards to boys 
who will take a two-year curric- 
ulum that mathematics 
and science, 

After the two-year period, the 
scholarship recipients will join 
Trane and 


stresses 


relieve graduate en 
gineers of many of their more 
time-consuming responsibilities, In 
this way, the engineers will be able 
to devote more time to their own 
problems 

“As a result,” Thomas Hancock 
Trane executive vice-president 
said, ‘there will be a better use of 
the skills of present engineers. In 
other words, it is simply a question 
of getting the most good out of 


what is available. Graduate en- 
gineers will be free to concentrate 
on problems taxing their full 
abilities, while the new group of 
pre-engineering trained technicians 
will take over those other duties 
still important, but not requiring 
the specialized skills of fully 
trained engineers. 

“At Trane, where one in every 
four office employees is a graduate 
engineer, we expect this program 
to have far-reaching results,’ he 
added, 

Should the engineering techni- 
cians decide to go on with their 
schooling to seek engineering de- 
grees, they will be free to do so 
and will receive credits toward 
the degrees from courses completed 
during the two-year program. 

Winners of the eight $500 
scholarships will take two Uni- 
versity of Wisconsin Extension 
Division classes and established 
courses at La Crosse State College. 

Beginning with the fall term in 
1957, the awards will be made 
yearly to graduated high-school 
seniors who would not otherwise 
continue their schooling. Eligibility 
is limited to the top quarter of 
senior boys in high schools in eight 
nearby Wisconsin and Minnesota 
counties. 


Urges Hiring Married, 
Older Single Women 


Greater employment of married 
women and older single women has 
been urged by Alex Lewyt, New 
York industrialist. 

The president of three corpora- 
tions that make electronic equip 
ment for the military and industry, 
vacuum cleaners, and air condi 
tioners for the home, said that re- 
ports from 27 departments indi- 
cated married women and single 
women over 25 years of age are 
more efficient than average unmat 
ried women under 25 years of age 

After 25 years of age, many un 
married women have settled into a 
pattern of life calling for careers 
and this makes their employment 
desirable, Mr. Lewyt said. 

Married women, he declared, are 
not nearly as concerned with social 
life as their 
Personal telephone calls, 
ample, are held to a minimum by 
working wives, while many single 
girls—-particularly those in the 18 
to-2l-year age group-—are_ in 
volved with social 
made during business hours, M1 
Lewyt said. 


single counterparts 
for ex- 


engavements 
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Working wives have a tendency 
to take their employment 
seriously than nonwives under 25 
years of age, he added. A for 
employment to supplement the 
family income or a desire to “have 
something to do” cited by 
Mr. Lewyt as married 
women working Many 
unmarried defi 
nite family have 
an indifferent attitude toward thei: 
jobs, as if they were waiting for 
the day to quit work for marriage 

“Of he added, “there 
naturally are some exceptions to 
this philosophy.” 


more 


need 


were 
reasons 

today 
with 


are 


women no 


responsibilities, 


course,” 


Punched Cards Used to 
Control Steel Mill 


A steel mill controlled’ by 
punched cards is now turning out 
tons of steel daily. At the Bracken 
ridge Works of Allegheny Ludlum 
Steel Corporation, certain controls 
and speeds are now automatically 
set. The same operator who manu 
ally operated the mill in the past 
today uses the cards to help con 
trol the mill. 

Believed to 
the system 


the world’s first 
punched cards 
with certain areas cut out. These 
holes indicate the number of 
the speed of rolling, 
and amount of 


be 


uses 


passes, and 
the 
reduction. 

The control was de 
veloped, manufactured, and _in- 
stalled General Electric Com 
pany engineers, 

The card system is designed to 
improve the quality of product 
and the output of the mill. By per 
forming the rolling the 
same each time, as predetermined 
by rolling experts, there is greater 
control of the quality of the 
The rolled material is always of 
uniform size; and the from 
day to day, has bette 
stant physic al propertie 

In working the 


sequence slab 


SY stem 


by 


operation 


teel 


teel 
more con 
card 

are Insel! 

reader, a button i 
electrical impulse 
which 


punched cards 
card 
sending 
master control activi 
mill 
The 
programed passes 
of about 1/100 of 


SIX possible speed 


have as high as 15 
with accuracie 
an inch. There 
which 
predetermined and recorded on the 
card, The maximum opening of the 
mill is 9.99 with a top 


dow! 


card 


are att 


inche 

crew peed 

minute 
The use pu 
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Ingenuity Boosts Man's 
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Demand for Executives 
Is Less in Late 1956 
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Petroleum Distribution 
Taught by College 


The first class in the distribu 
tion of petroleum will assign 30 
tudents to work in pairs in the 
district offices of co-operating oil 
companies and in jobber opera 
tion The college 
course is being offered by Western 
Michipvan College, Kalamazoo 
Mich. Training will include course: 
in domestic heat and heating oils 
station manayement 


co-operative 


retail service 
jobber and consignee operations 
and transportation and storage of 
product, Students will also learn 
the fundamentals of manufactur 
ing including refining, blending 
vrease compounding, and petro 


chemicals 


Higher Sales and Lower 
Profits Are Expected 


Sales for the second quarter of 
1957 are expected to be higher by 
almost two-thirds of the execu 
tives interviewed in Dun & Brad 
treet’s latest survey of busines 
men's expectations. But the view 
that) profit) margins would be 
whittled further in 1957 was fair 
ly prevalent 

Conducted during the — period 
2 to 11, 1957, the survey 
1535 ex 


January 
reflects the opinions of 
ecutive of the larger- and 
medium-sized manufacturing 
Wholesaling, and retailing concerns 
seattered across the country. 

The proportion of executives ex 
pecting increased profits wa 
maller than the proportion expect 
ing increased sales in all of the in 
dustry groups. That some of the 
econd-quarter gain in sales would 
be in unit volume and not just the 
result of higher price levels was 
implied in the executives’ state 
ments about prices. Selling prices 
higher than a@ year ago were ex 
pected by 41 per cent of the busi 
nessmen, a smaller proportion than 
the 63 per cent who expected in 
creased sales 

The executives did not appear to 
believe that the expansion in sale: 
would be accompanied by a cor 
responding increase in inventories 
Some 70 per cent of them thought 
that their stocks at the end of the 
second quarter would be no large! 
than a year previously 

An increase over last year in the 
second-quarter level) of employ 
ment seems likely, since executives 
the number 


planning to increase 


14 


of people on their payrolls were 
more than five times as numerous 
as those who planned to reduce 
their staffs. Gains in employment 
were most likely in durable-goods 
manufacturing 
of the executives expected to need 
additional help 

The proportion of manufacturers 


where 29 per cent 


expecting an increase in ney 
orders was about the same in both 
durable and nondurable goods (57 
per cent). Among those who ex 
pected a decline in orders, manu 
facturers of nondurable goods were 


omewhat more numerous 


LeTourneau to Re-enter 
Earthmoving Industry 


Robert G 
holds some 250 patents, will re 
enter the earthmoving industry in 
1958 after a five-year absence 

Mr. LeTourneau said the ma 
chines he will introduce in 1958 
will have advanced traction and 
mobility, will be driven by new 
wheels,” and will be 


LeTourneau, who 


‘electric 
powered by diesel-electric dynamos 
similar in principle to those found 
on modern diesel locomotives 

His firm, R. G. LeTourneau, In 
of Longview, Tex., built 70 per 
cent of all earthmoving equipment 
used by the Armed Services in 
World War II. Mr. LeTourneau 
credited with many of the basi 
design fundamentals used by earth 
moving manufacturers today, has 
received many national honors fo 
contributions to the industry 

The company’s advertising man 
ager, Louis A. Flora, meanwhile 
announced the new equipment will 
be marketed under a new trade 
name, “AR-GEE,” 

In discussing hi 
enter the industry, Mr. LeTour 
neau made reference to the sale of 
his earthmoving business to West 
inghouse Air Brake Co, for $31 
million four years ago. Included in 


plans to re 


the sale was an agreement that his 
firm would refrain from building 
and selling earthmoving equipment 
for a period of five years, ending 
May 1, 1958 

Following the sale, Mr. LeTour 
neau moved his firm's headquarters 
12,000-acre plant site near 
Since then, the 
some 900 em 


to a 
Longview, Tex 
company, with 
ployees, has been _ developing 
equipment for land clearing, off 
road transportation logging 
heavy-materials handling, offshore 
drilling, and other fields not related 


to earthmoving 





The firm will continue its manu- 


facturing activities in these non- 
earthmoving fields. Re-entry into 
earthmoving, Mr. LeTourneau said, 
will be handled as an enlargement 
of the company’s present program. 

The elettric wheel power ar 
rangement has been proved on the 
mammoth nonearthmoving equip- 
ment he is turning out at plants in 
Longview and near Vicksburg 
Mississippi. 

The electric wheel system is a 
relatively simple arrangement of 
high-torque electric motors spotted 
over every machine geared 
directly to the insides of each 
wheel and to all other points 
where power is needed. 

To supply current to these elec- 
tric motors, a_ high-horsepowe1 
diesel engine is mounted on the 
machine to drive the a. « 
venerators., 

Besides achieving improved trac 
tion and power control, the system 
also has brakes with no wearing 
parts, automatic power propor- 
tioning (if one wheel begins to 
slip, its share of power automati- 
cally shifts to wheels which are 
taking hold), and only a fraction 
of the repair time required by 
conventional equipment with strict 


and d. « 


ly mechanical drives 


2 Billion Rolls of Tape 
Manufactured by 3M 


Two billion commercial-size rolls 
of tape-—-or enough tape to reach 
the moon and back 118 times 
have been turned out by Minnesota 
Mining & Manufacturing Co 

Production of the first two bil 
lion rolls required 32 years, but 
3M _ predicted the next two billion 
rolls would be used by industry in 
a “far shorter time 

“We have barely explored the 
potential in this area,” E. L. 
Decker, general sales manager of 
3M’s industrial tape division, said 
“Research now is experimenting 
with mechanical applicators, fully 
integrated into production lines 
with speeds up to 1,000 applica 
tions a minute.”” (For more about 
3M’s research department see 
page 16.) 

Hand application was the only 
method when tape was first intro 
duced in 1925 to mask two-tone 
autos. Industry now uses taping 
machines that automatically ap- 
ply tape to such different items as 
glass sheets, and 


to 300 applica 


cans, chains, 
boxes at rates up 
tions a minute 
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(Continued from page 


Cutting Red Tape is accomplished 
by a roll of magnetic tape about 
the size of a dinner plate. By re- 
placing a 900-page report, it speeds 
the Social Security information of 
10,000 General Electric 
employees from Schenectady to the 
Social Security 


Company 


headquarters for 
\dministration at Baltimore. The 
tape, which is 2,400 feet 
long and weighs about two pounds 
credits the earnings reflected in 
the data to the Social Security a¢ 
counts of the GFE workers 


about 


Walrus Hides, Baby Bottle nip 
guitar picks, and crushed 
Walnut shells are part of the list of 
supplies bought by General Motors; 
While suppliers of range 
ill the way from 
neighborhood bicycle repair shops 
President Harlow H. Curtice points 
ut that over 64 per cent of the 
\merican suppliers to GM employ 
than 100 and 8&9 
per cent of the 
fewer than 500 employees 


ples, 


services 


railroads to 


lewe! persons 


suppliers have 


When the Chatter in the Office 
vets too much for you, maybe you 
RCA’s new 
protectors, Re 


an borrow a pair of 
noise-barrier” eat 
embling a set of ear 
safety dey 
ground crews to work around jet 
without danger of 
damage, ac 
Corporation 


phones, the 
10-ounce ice allows 
engine aircraft 
hearing loss or eat 
ording to the Radio 
if America 


Pure Gold Atoms are being used 
experimentally by Ford Motor 
(Company scientists to make you! 
iar cooler, Glass coated 
ith a_ gold film time 
hinner than a human hair filter 
ut the sun’s heat-producing ray 
vhile permitting cooler beams of 
light to pass through. According to 
placed 


sample 
30,000 


the researchers, glass is 
with gold foil in a vacuumized bell 
ir to be melted electrically. While 


melting, the gold “evaporates” and 


prays atoms in all directions a 
peeds in excess of 5,000 miles pet 
hour, A light meter halts the prov 
ess before the coating affects the 


ansparency of the gla 


To Keep Pace With Our fast 
owing economy, American busi 
ess will modernize office pro 

cedures to a $1-billion extent dur 
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Do Private Pension Plans freez 
ot The 


ng lation report the 


people in thei National 
Planni 
closer al t or White-collai 
employee pre retirement ape 


the more dependent he feels upon 
the organizatior mploying him 
He fears the p 

of pension rigl 

the economi 

million pet 

the 20.000 

tion have 

heighter 
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UNREADABLE 
NEW SHREDMASTER (cuecne come out 


ortable office paper shredding machine 
juickly, easily, and effectively destroys 
confidential papers and obsolete records 

your own office Quiet, compact. Safe 
and easy to operate! New low price! 


FREE 10-DAY TRIAL 


Write for free illustrated descriptive folder 
with details of 10-day trial 


Ask for brochure # 28 


| The SHREDMASTER ‘@.../ 
) East 40th Street, New York 16, N. Y 
Manutacturers of the most complete line of 
fice and industrial Shredding Machines’ 
A Div » of Self Winding Clock Co in 





The Vest-Pocket Course in 
Selling 


‘A SHORT COURSE 
IN SALESMANSHIP”’ 


The Dartnell Corporation 


oon " i Ave (hicage nm um 

















On-the-Spot Dictation Easy 
With This New Machine 


BUSINESSMEN on the go will ap- 
preciate the convenience of a dicta- 
tion machine they can tuck into their 
luggage, ready for use on business 
trips, for recording verbal orders 
from customers, or just keeping in 
daily touch with the home office. The 
book-size machine operates on two 
self-contained batteries, as well as on 
office, car, and home current. The 
magnetic belt holds 15 minutes of 
dictation, Belts may be mailed in 
ordinary envelopes, and can be filed 
or re-used thousands of times. Peirce 
Dictation Systems, 5900 Northwest 
Hiwy., Chicago 31, Ill 


New Folder for Handling 
Business Tape 


A HAND-operated folder, especially 
designed to rapidly fold business tape 
up to 100 feet in length into con 
venient handling and filing sizes, is 
now available to punched paper tape 
users. The Tape File Manual Folder 
Model No. 1155, is inexpensive and 
convenient to use, The folding arm 
is properly arced to fold safely, and 
allows easy removal of tapes from the 
arm ready for filing. Dresser Prod 
ucts, Ine., 152 Wheeler Ave Provi 
dence 5, R. I 


Tub File for Speedy 
Record Handling 


ANY standard size card can be filed 
in Ferris’ new series of tub files. They 
can be moved anywhere in the office 

right up to the tabulating machine 
if need be. Removable trays in the 
tub have retractable handles. Cards 


46 


are filed in titled position, alternating 
left and right, making index cards 
unnecessary since all cards are readily 
visible. Ferris Business Equipment, 
Inc., Department D, 45 Seymour St., 
Stratford, Conn 


Self-Adhesive Tapes for 
Chart Making 
< 


GRAPHS, charts, and layouts are 
easy to make with this new tape 
which comes in 15 different colors 
six widths, and nine different striped 
designs. Once made, graphs can be 
changed easily by peeling the tape off 
and replacing with new tape. Long- 
lasting adhesive backing assures per- 
manency of the charts made. Ameri- 
can Chart Service, Inc., 101 Dover 
St., Somerville 44, Mass 


Now a ‘‘Type-Stretcher’’ for 
Making Copy Fit - 


BELIEVE IT or not, with this 
stretchable paper, it is now possible 
to justify copy the first time it is 
typed. Justi-Type stretchable paper 
has evenly spaced horizontal cuts 
made only in the top layer of the 
paper. These are keyed to the ratchet 
travel of most standard typewriters 
The typist merely sets the sheet in 
her machine so that the first line 
falls within the die-cut area, and no 
further adjusting of the sheet is ne¢ 
essary as she continues typing the 
rest of the page. The resulting justi- 
fied page is suitable for offset repro 
Fototype Inc 1414 W 
Chicago 13, Ill 


ductions 
Roscoe St 


Smudge-Free Masters for 
Fluid Duplicators 


A NEW Masterset is now 
for frequently handled direct process 
masters. An attached protection sheet 
prevents contact with either the d 

rect process carbon sheet or th 
finished master. Thus the master ca! 
be handled and filed numerous times 
without staining hands, clothes, o: 
other papers. The complete Masterse' 
includes the master sheet, tissue 
separator, direct process carbon sheet 
and protection sheet. Ditto, Inc., 6804 
N. McCormick Rd., Chicago 45, I) 


aValiabit 


Automatic Collator 
Speeds Production 


JUST load this “Golden Automatic 
collator with sheets, turn the moto 
on, and remove stapled sets from the 
machine. No adjustments or specia! 
settings are necessary. The machin« 
operates at a fixed rate of productio 
without need for a skilled operato: 
The sheets are delivered, jogged 
stapled, and conveyed to the stacke 
automatically. A limitless number o! 
sheets can be collated. The specia) 
“set-combiner” features enabl 
groups of six, nine, and 12 sheets t 
be combined in endless multiples. A: 
electronic double-sheet detecto 
Which stops the machine in event o 
a misfeed, is optional equipment 
Collamatic Corporation, Wayne, N. J 


< 


AMERICAN BUSINESS 





Housing for Perforated Paper 
Tape and Edge-Punched Cards 


IN TODAY'S electric offices, large 
amounts of nonvariable or repetitive 
information can be recorded on short 
strips of tape, or on edge-punched 
cards, to be pulled from a file and 
reproduced into working tape as re 
quired, These strips are filed easily 
and safely on cards adapted from the 
Kardex visible-record system. Pro 
tected against wrinkling or tearing 
the strips are kept in order, ready 
for use at a moment's notice. Reming 
ton Rand, a division of Sperry Rand 
Corporation, 315 Fourth Ave., New 
York 10, N. Y 


New Filing System Converts All 
File Cards Into Visible Records 


A METAL spring, inserted into 
standard file cards, separates each 
standing card in a drawer or cabinet 
so that identifying names are fully 
visible at all times. This eliminates 
the need for fingering cards and mov 
ing them about. Picking the proper 
file card then becomes a matter of 
speedy eye-hand co-ordination. The 
Spring-Dex system can be used with 
equal effectiveness in standard 
drawer or rotary desk files. Wassell 
Organization, Inc., Post and Sylvan 
Rds., Westport, Conn 


“Printing Press'’ for 


Mimeographing 

> 
A NEW CONCEPT in mimeographing 
is contained in the BDC Rex-Rotary 
M-4. Instead of the usual perforated 
drum and liquid ink supply, thi 
duplicator has two cylinders, an oscil 
lating ink roller, and uses hea 
printers’ ink. This eliminates leaking 
ink, clogged drums, ink pads, inking 
with a brush, blurry copies, and ink 
stained hands and clothes. Any office 
worker can operate the machine witl 
a minimum of instruction. Available 
in electric and hand-operated models 
the duplicator folds into a self-con 
tained dustproof case that takes ne 
more room than a standard type 
writer. Bohn Duplicator Corporatio: 
144 Fourth Ave., New York 16, N.Y 
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Speaker's Stand Attaches 
To Microphone Stand 
< 


THIS PORTABLE speaker's stand is 
made entirely of aluminum, so it is 
easy to handle and adaptable for any 
type of microphone setup Speak 
easy’s" double-page platform surface 
measures 19 by 13 inches, and is 
flanged at both sides and bottom t 
prevent notebook or pages falling off 
Platform is adjustable up or dow! 
and swings in a 360-degree ar \ 
Clip-O1 light with ad 
justable shade is available at slight 
Reuter 
Chicago 11 


matching 
extra cost (,eorre Organi 
zation, 450 EF. Ohi t 
Illinois 


Tape and Card-Punch Machine 
Streamlines Business Systems 


SALES orders, invoices, productior 


orders, purchase orders, and an 


other busine form can tbe produced 
manually or automatically at the 
same time the new Flexowriter i 
producing a punched paper tape and 
tabulating cards. This reduces the 
need for clerical help, tabulating card 
converters, key punches, and verifier 

Punching data selected for eithe: 
tape or tabulating cards is controll 
automatically by the program tape 
Commercial Controls Corp., 1 Leigh 
ton Ave., Rochester 2, N. Y 


New Cellophane Tape Won't 
Adhere to Itself 


DOUBLE-coated tape cal 
packed without a_ protecti 


since the adhesive VO t 


(ua(aa)e>) REX-ROTARY M4 
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gether but hold securely to other 
material. The linerless tape is easier 
and faster to apply. Available in 36 
yard-roll lengths and in standard 
widths from ‘4 to 1 inch, the new 
taypn holds its adhesive properties 
much longer. The tape is marketed 
under the “Scotch” brand by Minne 
sota Mining & Manufacturing Co 
900 Fauquier St., St. Paul 6, Minn 


New Attachment Adds Intercom 
To Dictation Machine 


WITH THE addition of a new attacl 
ment to Voicewriter dictation ma 


chines, executives can have instan 
communication with their secretaries 
Secretarial Call,” the at 


button which 


Named the 
tachment includes a 
connects the executive with a dest 
office, Thi 


enables the busy boss” to stay put 


peaker in his secretary's 


while issuing instructions, and save 
both his time and his secretary's 
Thomas A. Edison, Inc., Edison Voice 
West 


writer Division, 51 Lakeside 


(orange y. J 


New Adding Machine Is 
Quieter, Faster 


KEY colored according to ftunction 
Monroe's “BOO 


while a quieter 


make operation ol 
calculator simpler 


( ling mechanism gives more silent 


operation, A triangular symbol auto 
matically prints next to the first iten 
listed, indicating to the operator that 
the machine is clear and ready to 


next listing ubtract items and 
pative subtotal ind) totals print 
red, Monroe Calculating Machine 


Ine Oranve, - J 











we SHRED ALL 


WASTE PAPER SHREDDER 


Quickly shreds newspapers, magazines, 
waste paper, tissue, cellophane, corru 
gated cartons, wax paper, etc., into uniform 
resilient strands ideal for packing pur 
poses. Especially adapted to shredding 
confidential records, blueprints, etc., per 
mitting the return of this high-grade paper 
to the paper mills, for re-use 


All revolving parts 


sre covered. Instantly adjustable. Shredse '” to 


Compact, economical, safe 


i liesigned for continuous and trouble-free 


corvice 








FREE TRIAL 
Operate a SHRED ALL 30 days. If 


not satisfied—_return—owe nothing. 


UNIVERSAL SHREDDER COMPANY 
SAGINAW, MICHIGAN 








BUSINESS 74 


The following literature is of special 
interest to executives active in busi- 
ness management. It is current, and 
requests for this literature received 
after date of this 
issue may find supplies of the various 
booklets are completely exhausted 
Requests for these booklets may be 
sent direct to the companies listed 


several months 
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Closina te Sale 


A 16mm. sound motion picture 
featuring BORDEN and BUSSE 


SEE: 


- how soles champs weave a thread of 
closing all through the presentation 


te methods topnotchers use to find the 
key issues for closing 


tr how to translate product features into 
order winning buyer benefits 


Ww how to rivet the customer's attention to 
the presentation 


® how winning salesmen ask for the order 
al closing time-—repeatedly, if necessary 
You can rent or buy a print of CLOS 


ING THE SALE. Details, plus our new 


film catalog, mailed on request) Write 
fo 

HEADQUARTERS 
DARTNELL pee 


TRAINING FILMS 





4660 Ravenswood + Chicago 40, Ill. 





1S 


A HOME STUDY COURSE now 
teaches students to develop and pro 
vram electronic systems for business 
problems payroll, 
receivable, inventory control, and so 
forth, for a_ theoretical 
computer called BEC 
being offered by Business Electronics 
Inc., which designed the BEC for 
instructional purposes, Brochures de 
scribing the “Programming 
for Business Computers,” are avail- 
able upon from Business 
Electronics Ine., 420 Market St., San 
Franciseo 11, Calif 


such as accounts 
electronic 


The course is 


course, 


request 


BELECTROFAX” IS RCA's NEW 
PHOTOGRAPHIC PRINTING proc- 
ess for reproducing visual information 
by electronic means directly upon any 
solid With “Electrofax,” 
imayes, sketches, words, and figures 


surlace 


can be printed directly in permanent 


form, and within a few seconds on 


paper, metal, wood, cloth, plastics 
ceramics, or glass. Copies of a booklet 
describing the process may be 


obtained from Radio Corporation of 
America, 30 Rockefeller Plaza 
York 20, N. Y 


New 


WALLS are de 
68-page 


MOVABLE METAL, 
scribed in a new 

Flexibility, economy 
modern 


catalog 
early occupan 
cy, attractive design, fire 
construction, and ease of 
maintenance are explained. For a 
catalog, write The Mills Company, 993 


Wayside Rd., Cleveland 10, Ohio 


resistant 


* * 


QUIET, PLEASE, while we tell you 
carpets and rugs absorb airborne and 
impact noises equally as well as most 
standard sound-conditioning materi- 
als. The boss may be working hardet 
than you, even 
comes from his office, if his rug has 
a deeper and denser pile than yours 
the study will be sent by 
, 290 Fifth Ave 


though less noise 


( ‘opies ot 
Carpet Institute, Inc 
New York 1 N . & 


SSSHHHHHH! If things are still too 


noisy, send for an illustrated booklet 





on architectural acoustics and materi- 
als for offices and building corridors 
Fifty-eight color slides are also avail- 
able. The booklet may be obtained 
from the Acoustical Materials As- 
sociation, 57 East 55th St., New York 
N. Y.; and the set of color slides can 
be ordered from Audio-Visual Serv- 
Syracuse University, 


York 


ices, Syracuse 


New 


COMPANY PROBLEMS WHICH 
WERE SOLVED or improved 
through closed-circuit TV and a sur- 
vey-questionnaire designed to lowe1 
pinpointing situations that 
can be corrected by closed-circuit TV 
are available from Blonder-Tongue 
Laboratories, Inc., 9-25 Alling St 
Newark 2, N. J 


costs by 


INSIDE INFO from Pan American 
World Airways reveals “What Trav- 
elers Tell Us.” In the report, a cross 
section of people make known their 
vacation choices and customs, while 
drawings that are more than clevet 
punctuate the story. For a copy write 
Pan American World Airways, P. O 
Box 1790, New York 17, N. Y 


* 


“A PLAN FOR LIVING,” the per- 
philosophy that has guided 
Mayer, the chairman of the 
board of Mayer & Co., has 
been set down in a booklet. Originally 
presented as a college lecture, the 
compact work is almost universal in 
its applicability to all personal rela- 
tionships. A limited supply is avail- 
able from the Oscar Mayer Founda- 
tion, 1241 North Sedgwick St 
Chicago 10, Ill 


sonal 
Oscar G 
(oscar 


JUST THE TYPE FOR YOU is 
shown in a 20-page book of TYRO 
type 
1,500 fonts that are used with a photo- 
lettering machine to produce profes- 
sional display headings in full range 
of sizes from six to 144 point. For a 
copy, write the Halber Corporation 
1151 Montrose Ave., Chicago 41, Ill 


styles. Represented are ovet 


HIGH FREQUENCY LIGHTING, lu- 
minous' ceilings, modular lighting 
equipment, and pendant mounted fix 
tures are featured in a 12-page cata- 
log, available from The Wakefield 
Company, Vermilion, Ohio 


WORKING GIRLS—whether caree 
working wives, or temporary 
toilers—will find pleasure and profit 
in a booklet just published by Dart 
nell. Called How to Get Along With 
the Boss, it is written by Career Girl 
Susan Rogers and illustrated by 
Working Wife Margaret 
whose sprightly cartoons point up the 
text. Chapters include “What Bosses 
Like and Don't Like,” “Stability 


vals, 


Severson 
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Heads the List, ‘Discretion Thou 


Rare Jewel,” “Avoid the Gossip 

Shop,” “Loyalty Where Loyalty Is HOW (‘AN | 
Due,” “Interest in the Work Pays 

Interest,” “What Price Tempera- 

ment,” and “How to Get Along \/ RT 
With Women Bosses.” A sample copy 


free on request from Dartnell Corpo 
ration, 4660 Ravenswood Ave Chi 
cago 40, Ill 


“NOTES TO DICTATORS,” by the 
SoundScriber Sales Corporation, ex- 
plains the art of dictation—capturing 
one’s thoughts and ideas through oral iia 
expression subsequently transferred DON’T FREEZE operating and expansion 
to paper. Prepared in outline form : 

this 22-page reference book is de capital in today’s “tight money” economy 
signed to simplify dictation and in- 
crease the efficiency of the dictator 
Copies are available from The Sound — , market when full-service NTLS truckleasing 
Scriber Corporation, 146 Munson St 
New Haven 9, Conn 


don’t tie it up in trucks in any money 


furnishes everything but the driver —even your frozen cash! You're released, 


‘ too, from the headaches of licensing, maintenance, insurance. Learn how you 


LABOR can “own” your fully maintained trucks with a single cost-known-in-advance 


HOW TO SAVE ON 
PAPER, STENCILS AND INKS ! invoice Write for folder 


described in a new booklet, “Tempo 
Jetdry Ink,” by the Milo Harding e 
Co. It reveals the ways Tempo Jetdry 
Ink is used to obtain better stencil 
duplicating results with any make o 
all of TRUCK LEASING 


stencil and makes machine 


new or old. Obtain a free copy of thi SYSTEM 


booklet by sending the name and 


model of your stencil duplicator to 23 E. JACKSON BLVD.- SUITE A-2 
the Milo Harding Company, Box 3846 CHICAGO 4, ILLINOIS 


Terminal Annex, Los Angeles 54 Members in fo / ti, 


California 


“REYNOLDS ALUMINUM AIR 
DUCT GUIDE” covers the engineer 
ing, estimating, drafting, fabricating 
and installing of aluminum air ducts 
The 134-page book will be sent to 
engineers, designers, architects, fab 
ricators, installers, and enect-metal AMERICAN BUSINESS 
men who request it on company 
letterhead. Address requests to Rey 


nolds Metals Company, 2500 Third St When Writing to Advertisers 
Louisville 1, Ky . 


Please Mention 














THERMOSTATIC CONTROLS 
a new folder by The Franklin Dales 
Co., describes the design, construc 
tion, and operation of tubular-type 
“‘Temp-Guard” thermostats. They 
make or break an electrical circuit 
by responding to changes in tempera 
ture or electrical load. The folder is 
available without charge from ‘The 
Franklin Dales Co., 180 East Mill St 
Akron, Ohio 


stay at the 


®@ 3 Minutes from Grand Central 
, ® Convenient to Fifth Avenue Shopping 
“SAFETY IS OUR BUSINESS” is a ® All Outside Rooms 
new manual of safe practices for . 
truck operators. Published by The 
White Motor Company's service di 
Vision, the manual emphasizes pre 
ventive safety. A series of bulletin 


Radio; Television; Circulating Ice-Water; 
Tub, Shower 


Home or tHe ramous ‘Hawaiian Room 


See your lecal travel agent or write te 


Premetion Dept. for Brochure 160 


calling attention to various safety 
developments is included as part of 

the company’s emphasis on the im LEXINGTON AVE. at 48th ST. NEW YORK CITY 
provement of the trucking industry 

safety secerd. Service Satety Divison NEW YORK’S FRIENDLY HOTEI 

The White Motor Company, Cleve ah en etc 6) Ra lg Gai eR fag 
land 1, Ohio sie age swwhors i orton: HWAncockh 6-60 
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COSTLY RE-DRAFTING OF 
ORGANIZATION CHARTS 


STO 


THE 


COFFIELD 
EVERLASTING 


Interchangeable 
ORGANIZATION . on 
CHART -@ (| oy 
EASY TO CHANGE 
A typist, a typewriter and typing paper are all you 
need to keep your chart up to date. It's that simple! 


- ~~ es 


* Sizes to Fit Any Organization Structure 
+ Eliminates All Costly Drafting 

* Photographs for Sharp Prints 

+ Invaluable as a Visual Training Aid 

+ All Parts Are Movable and Re-usable 
* Solves Your Chart Problem Forever 


Write for Free Ulustrated Folder 
with Price Schedule No. AB-2 


MANAGEMENT CONTROL CHARTS CO. 


1731 N. WELLS ST. CHICAGO 14, ILL 





Please Mention 
“AWERICAN BUSINESS" 


When Writing to Advertisers 





Colonnades 
Hotel 


PALM BEACH SHORES 


Enjoy a carefree vacation where congenial 


informality is the keynote. Located just 
north of Palm Beach, The Colonnades of 
fers ocean-front and ocean view apart 
ments, and air-conditioned hotel rooms 
Lakefront apartments available at our 
nearby Yacht Club. Write for rates and 
colorful brochure 


SEASON DEC 
The Colonnades Hotel, Dept. aAsr 
Box 676, Riviera Beach, Florida 
Phone: Palm Beach Vi 4.5221 
SEE YOUR TRAVEL AGENT 


15th to MAY 15th 
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EVERYDAY TAX PLANNING 
TO INCREASE THE FAMILY’S 
SPENDABLE INCOME. Lifetime tax 
planning is just as important to the 
financial health of the family as is 
estate planning, yet it gets nowhere 
near the attention it deserves. To 
meet this need, The Journal of Taz- 
ation has published this monograph, 
made up of the best material affecting 
family taxation from recent issues 
of The Journal. While the material 
contained is at a high technical level 
and intended for lawyers and account- 
ants, it may nevertheless be of con- 
siderable help to the executive in 
stimulating his thinking to tax saving 
for his own situation 

Included in this kind of family tax 
savings are: (1) special investments 
(oil, cattle, Canadian’ investment 
funds, variable annuities, E-bonds, 
real estate, and many others); (2) 
tax benefits from making gifts; (3) 
tax advantages in the personal chari- 
table foundation; (4) gifts to minors; 
(5) intrafamily transfers of property 
to cut taxes; (6) family partnerships; 
(7) short-term trusts; and (8) many 
related matters. In addition, the 
monograph contains discussion of 
general rules for family tax saving 
by some of the country’s foremost 
tax men. The Journal of Taxation 
Inc., 147 East 50th St., New York 22, 
N. Y. 144 pages. $2.95. Paperbound 


AMERICAN BUSINESS DICTION- 
ARY. By Harold Lazarus, If you 
don't know what a fink, a Gantt 
chart, and a halftone are or how a 
krone differs from a krona, this book 
will tell you. The terms, business 
and government institutions, con- 
cepts, procedures, job titles, mone- 
tary units, laws, and abbreviations 
most commonly referred to in modern 
American business are listed and 
defined in it. Philosophical Library, 
15 East 40th St., New York 16, N. Y 
922 pages. $10.00 


THE AMERICAN BANKERS AS- 
SOCIATION: ITS PAST & PRES- 
SNT. By Wilbert M. Schneider. In 
1873, Jay Cooke and Company, a 
prominent banking house, suspended 
payment and two days later the 
economy crashed throughout the 
country. The banking fraternity be- 
gan to plan to avoid a repetition of 
the catastrophe and, by 1875, it had 
formed the American Bankers As- 
sociation, which has grown from 350 
members to over 17,021. This book 
is an intimate look at the beginnings 
growth, development, activities, serv 
ices, and divisions of the ABA—-an 


organization that represents more 
than 98 per cent of the Nation's 
banks, and more than 99 per cent of 
its banking resources—and its place 
in the present-day economy. Public 
Affairs Press, 419 New Jersey Ave 
S. E., Washington 3, D. C 
$5.00 


272 pages 


ACCOUNTING TRENDS AND 
TECHNIQUES. By the American 
Institute of Accountants. Accounting 
aspects of the annual reports of 600 
industrial and commercial corpora- 
tions from 40 varied industries com- 
prise this 10th annual survey. The 
reports analyzed are those with fiscal 
years ending within the calendar year 
1955. Excerpts from and comments 
upon unusual accounting treatments 
found in 700 additional reports are 
included. Recent accounting bulletins 
issued by the American Institute of 
Accountants, committees on termi 
nology, accounting procedures, and 
auditing procedures are in an appen 
dix in this edition for the first time 
American Institute of Accountants, 
270 Madison Ave., New York 16, N. Y 
299 pages. $15.00. Paperbound 


STRENGTHENING SUPERVISORY 
AND EXECUTIVE PERFORM- 
ANCE. By American Management 
Association. Advice for future, pres- 
ent, and near-past executives is 
found in this look at actual experi- 
ences. Six papers cover depth in 
management, getting the facts about 
supervisors, a practical plan for ex 
ecutive development, a psychiatrist's 
look at the executive, assuring dedi- 
cated management for the future, 
and an appraisal of executive life 
American Management Assn., 1515 
Broadway, Times Square, New York 
36, N. Y. 63 pages. $1.75. Paperbound 


STOCK OWNERSHIP PLANS FOR 
EMPLOYEES. By the New York 
Stock Exchange. This analysis of 
hundreds of plans that started from 
1947 through the first six months 
of 1956 was prepared in response to 
requests from listed and unlisted com 
panies for detailed information on 
how to establish employee stock pur 
chase plans. The manual tabulates 
the salient features of all plans sub- 
mitted to the Exchange during the 
nine-year period, and gives detailed 
information about  stock-ownership 
plans of 20 companies. All of the 
plans provide for broad employee 
participation. New York Stock Ex- 
change, 11 Wall St., New York 5, N. Y 


207 pages. Paperbound 
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This Month’s Contributors 


JOHN DE PAUL 
HANSEN and his 
organization ol 
estate planning 
consultants to 
business, devel 
oped the Estate 
Extension Ser 
ice described in 
the article. A 
frequent con 
tributor, his ar- 
ticles on estate 
planning and 
business insu! 
ince have appeared in various busi- 
ness magazines. This spring, The 
Research and Review Service will 
elease his book on the technical 
ispects of life insurance 


John de Paul Hansen 


EARL STOWELL started as a radio 
technician back in the 1920's, and 
after a series of sales ventures, did 
planning work and teacher training 
tor Douglas Air Force School during 
the war. He also served as Chief 
tadio Technician in the Navy. After 
the war, he started his own plastics 
business, which eventually failed. Fol 
owing a stint at technical writing 


This Month’ 
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RADIVIONALLY, February is the 

month when our worrisome friends have 
their inning. This Iebruary is no exception. 
The recent slump in the stock market, cutbacks 
in the estimates of auto production, and con 
tinuing tight eredit have given the pessimists 
chills and fever. While 1957 will be a year of 
spotty carnings, it should be a good year. The 
way to be sure that it will be a good year is 
lo concentrate: your sales effort on prospects 
and customers who are on the march, whose 
sales are growing, Whose profits are climbing, 
and who are thinking and acting as though they 
were out for the top spot, come hell or high 
water, These are the growth companies — the 
firms with progressive, imaginative leadership. 
They are the companies that are elbowing oul 
the stand-patters and the men of faimt heart 
who are “waiting for something to happen.” 
The trouble with most of us is that we think 
loo much about sales coverage and not cnough 
about sales profits. To prow im 1957, focus 
vour sales efforts on growth companies, 
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This principle of association works in other 
ways. When [To was a youngster buying the 


printing and engraving for a Chicago packer, 
I was obsessed with the idea that by buying it 
I could justify a con 


as oly aply iis possible . 
siderable increase in my modest stipend. Along 
with a “realistic” raise, however, TE got some 
vood adviec. Tt seemed dumb advice at the 
time, but it has since been worth a great deal to 
Dartnell: “When vou get older and smarter,” 
Mr. White said, “you will know that even a 
business as big as Swift & Company needs to 
cultivate successful suppliers. There are always 
those who think they can do it cheaper; what 
we are looking for are suppliers who are suc 
cessful because they know how to do it better. 
You may have to pay a little more, but you 
will get the difference back many times over 
from the good ideas a successful supplier gives, 
the better service you get, and the assurance 
that he will not go broke in the middle of your 
job.” Yes, to be successful, associate with suc 


cessful people, buy from successful suppliers 
the tops in their line of business. It pays. 


Just how much is a good idea worth? It can 
he worth a few hundred dollars or it can be 
worth millions. In his fascinating story of 
Listerine (All Out of Step, Doubleday & Co., 
Tne., $4.50), Gerard B. Lambert, son of the 
founder of Lambert Pharmacal Company, tells 
how he chanced upon a clipping from the 
British Lancet that told what to do in cases 
of halitosis. When he learned that halitosis 
meant bad breath, it gave him the idea for an 
advertising and sales campaign. The idea made 
Jerry Lambert one of the richest men in Amer 
ia and the name “Listerine” known all over 
the civilized world. TLere is another instance 
whe re i bursinne SS making il vood product went 
to town after it found a way to dramatize what 
it did to the public. And the curious thing 
about the halitosis advertising of Listerine is 
that the experts all predicted failure because 
it was “negative.” If a sales idea has the bite 
to fire the imagination of the public, technicali 
lies won't matter. It is the bite that counts. 


The editors of Newsweek are all steamed up 
over whether a board of directors should by 
composed of “insiders” or “outsiders.” Invest 
ment Banker Sidney Weinberg favored out 
siders, since insiders sometimes cannot see the 
forest for the trees. But it is not easy to find 
outsiders who are sufficiently familiar with a 
business to intelligently counsel and = check 
management which, after all, is the purpos 
of a board. Perhaps the answer is to have a 
halanced board with a majority representing 
outside interests with the outside point of view, 
and a minority from management. We agree 
that a board should not be able to fix its own 
salaries or be replacement-proof in the event 
of a management failure. That kind of board 
is nothing more than a_ glorified executive 
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ACCURATE, UP-TO-THE-MINUTE RECORDS are casily obtained with this Nation: 


“Our Zalonal System 


saves us ‘12 400 a year... 


returns 68% annually on our investment!” 


— Puritan Chemical Company, Atlanta, Ga 


‘In the past five years we have 
doubled in size,”’ writes W. H. Frey, 
Sec’y. & Treas., “yet our accounting 
department has easily kept pace with 
this growth—thanks to our efficient 
National System. 

“‘We use Nationals for all our Ac 
counts Receivable, Accounts Pay- 
able, General Ledger, and Payroll 
accounting. These dependable ma 
chines have been responsible for very 
substantial reductions in bookkeeping 
costs and supply us with a complete, 
accurate, day-to-day picture of our 
entire business operation. We also 


feel that our National machines with 
their ease of operation are a strong 


factor in maintaining good employee 


morale 

“On the basis 
saved, our National $ tem SAa\ 
$12,400 a year 
ally on investment! Wher 
sider important xtra 
busine control 
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THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


989 OFFICES IN 94 COUNTRI 


saves money and the 

information that makes money. For 

full details on all the advantages a 

National System can offer you, call 

our nearby National representative 

day. You'll find his number in the 
pages of your phone book 
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It takes more than this... 


It takes many snowflakes to make a lasting impression— just as it takes many 


specialized skill to change the landseape of froup opinion at a meeting, convention 
ol pres nlation And you can ¢ hange youl landse ape de ve lop 
forceful visualized programs . without struggling through the drifts of endless detail. 


Onee your objectives are crystallized you can turn for help on your project 
to the integrated permanent group of skilled helpers with facilities that make up 
Jam Handy One-Stop Servic 


Idea men, writer irtist- photographers directors. designers and a host of other 
highly trained specialists are available at one source with one undivided 


respon thility, with one accounting... and only one explanation on your part. 


Avoid waste motion and unnecessary worry over your next presentation of ideas, 


Call any of the offices listed below for prompt professional assistance 
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